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Maintaining a 
Legacy of Quality 

and Dedication

Chester A. Smith Marble 
& Granite Company 
has withstood the test of 

time, maintaining a heritage of 
quality for almost 94 years. The 
Columbus, Ohio-based shop has a 
rich history in the marble industry 
and upholds a proud family legacy.

Jeff Johnston is the president of 
the company, having taken over 
from his late father-in-law, Paul 
Smith, in 2011 (see our tribute to 
Paul Craig Smith, Page 4). The 
shop primarily designs, fabricates 
and installs custom kitchen and 
bathroom countertops from gran-
ite, limestone, marble, soapstone, 
and slate as well as a variety of en-
gineered Quartz products.

“Our best customers are some 
of the higher-end custom build-
ers in town,” Johnston said. “It’s 
so rewarding to see any job come 
together — but especially these 
custom jobs. There is a sense of 
gratification to see the finished 
product and know the customer is 
happy.”

The company also fabricates cus-
tom commercial projects such as 
receptionist desks or vanity tops, 
but that is not its focus, Johnston 
said. “You could call us a boutique 
shop. Our niche is high-end, cus-
tom residential work. We’re not 
a production shop, chasing large 
commercial jobs like hotels or 
condos. We don’t do cladding or 
interior walls — nothing of that 
scale.”

The focus has paid off. Although 
shops in other places saw hard 
times during the worst months 
of the COVID-19 pandemic, the 
company not only survived but 
thrived, he said. “We’ve been very 
busy during the past year. During 
the pandemic, we never slowed 
down, we just kept going. In Ohio, 
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construction and related types of 
work are considered essential. 
As our market is residential fab-
rication and installation, demand 
never dropped.” 

Chester A. Smith Co. gets the 
majority of its customers through 
referrals. “The bulk of it is through 
our relationships with the custom 
home builders and designers. It’s 
just from our long, long-standing 
relationships, although some of it 
is through our website.” 

When it comes to numbers, the 
company’s 6-person fabrication 
shop is producing five to six kitch-
ens per week and around three to 
four vanity tops or other smaller 
items. “A lot of the projects we’re 
doing are specialized and highly 
detailed,” Johnston said.

The fabrication shop is equipped 
with an AccuGlide Miter 
Workstation, Makita grinders, two 
bridge saws — one from Gregori 
and the other a GMM Brio bridge 
saw, a Hercules router, and radial 
arm face polishers.

The shop isn’t equipped for au-
tomated production. The goal is 
to produce quality work rather 
than aiming for quantity. “We still 
do most things the old-fashioned 
way with hand tools and rout-
ers,” Johnston said. “We still have 
some of the old face polishers in 
use. We don’t really have any au-
tomated CNC equipment. It’s all 
hands-on.” 

The shop relies on BBI for 95 
percent of its day-to-day shop sup-
plies, from diamond pads to drills 
to saw blades, as well as a router 
and side grinders. In fact, Johnston 
said, with a laugh, his shop won a 
BBI contest that involved turning 

in old grinders to receive a dis-
count. They ended up finding 32 
grinders. “It was funny how many 
we found,” he said.

A favored Ty-Sa-Man bridge 
saw was used by the shop for 
many years for mitering, shaping, 
or running edges until it finally 
gave out. “Ty-Sa-Man Machine 
Company was a highly-regarded 
manufacturer out of Knoxville, 
Tennessee,” Johnston said. “We 
had bought a rebuilt saw and used 
it for 10-plus years. It was a good 
saw, solid engineering.” 

The shop offers a variety of spe-
cialty edging profiles, including 

Dupont, Ogee, Double Dupont, 
Cove, Reverse Cove, as well as bev-
eled and mitered edges. Customers 
can choose from polished, honed, 
and leathered finishes.

Founded in 1928 by its name-
sake, Chester A. Smith, the 
company primarily served the 
commercial market in its early 
years. One of the founding mem-
bers of the Marble Institute of 
America (MIA) in 1944, he 
served as its president twice and 
had a long involvement with the 
organization. 

The Chester Smith Marble & Granite company specializes in 
high-end residential installations like these Carrara marble kitchens.

Cleveland Quarries: Bringing 
the Art of Stone Carving into 
the 21st Century

Rockcrete USA: Helping 
Fabricators Go-With-the- 
Flow Since 2005

Mount Airy Joins the 
Polycor Portfolio

Are You Still Working IN 
Your Business? by Ed Young, 
Plus stone industry news, 
issues, and business 
advice from our stone 
industry consultants.
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did a lot of tile work,” Johnston 
said. “They needed to do a lot of 
commercial jobs because it was 
just a different market back then. 
But when Paul took over from his 
dad, he streamlined the company 
into almost strictly a marble and 
granite shop. It’s been that way 
as long as I’ve been there. We’ve 
been a true residential fabrication 
and installation shop for the last 
35 years.” 

The company has been driven 
by the long-term commitment of 
the Smith family and is currently 
owned by Paul Smith’s daughters, 
Leslie Smith and Stephanie Smith 
Johnston. “In October, this will be 
my 34th year with the company,” 
Johnston said. “Paul worked up 
until he was in his late 80s. He’d 
come into the office almost every 
day up until three or four years 
ago.”

Continued from page 1

So, what keeps Johnston en-
gaged in the company and the 
stone industry? “I’m Paul’s son-
in-law, and there is a family leg-
acy to maintain. I’d be lying if I 
said that wasn’t a factor. But if 
you take that out of the equation, 
I do this because this is a unique 
business in unique trade.”

The company is still listed in 
the current Natural Stone Institute 
(NSI) directory as the seventh 
member to join the original or-
ganization. It remains a mem-
ber of the NSI to this day. More 
recently, it joined the National 
Kitchen & Bath Association.

During its early years the com-
pany sought out larger commer-
cial projects such as banks and 
schools. Chester Smith saw the 
potential of marble and bought 
Detroit Marble to serve as a sup-
plier for his projects. He sold 
the secondary company in  1949 
when the Chester A. Smith com-
pany opened a shop at its current 
location. 

In 1959, Paul Smith became 
president of the company and be-
gan moving the company away 
from its commercial roots. “In 
the early days, the company sold 
some cabinetry and flooring and 

After almost 94 years, where 
does Johnston expect the direc-
tion of the company to go? “We 
have a great reputation for high-
end, custom residential work,” 
he said. “It’s our strong suit, and 
we’re going to maintain that. We 
have a long history, and, for the 
foreseeable future, I don’t think 

we’re going to really dramatically 
change. We’re in the right kind of 
niche.”

For more information, visit 
their website www.ChesterSmith 
MarbleandGranite.com .

Chester Smith Marble & Granite Company offers a wide range of custom shaped edges in exotic varieties 
of marble and granite. For over 35 years they have focused on the high-end residential market.

Smith Marble & Granite

Below: This master bath features 
a full-height Onyx shower wall. 

Above and Right: Custom cutout and joinery marries a butcher 
block prep table to this double laminated granite top.

Below: The shop fabricates using an AccuGlide Miter 
Workstation, Makita grinders, two bridge saws — one from 
Gregori and the other a GMM Brio bridge saw, a Hercules 
Edge Router from BB Industries, and radial arm face polishers.

http://www.ChesterSmithMarbleandGranite.com
http://www.ChesterSmithMarbleandGranite.com
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This marble kitchen features a full-height backsplash 
and a matching, built-in undermount marble sink.

Smith Marble & Granite IMPROVE
YOUR CNC
TOOLING

800-575-4401www.BBIndustriesLLC.com

Hercules CNC  
Profile Tooling 
Dressing Machine

The Hercules Tooling 
Dressing Machine can 
easily extend the life 

of your CNC prolife 
tools and make them 

run true on natural 
stone during the 

fabrication process. 
After dressing, the 

diamonds are re-
opened and more 
exposed to better 

perform.

A Dressing Machine is vital to maximize your 
CNC tooling efficiency:
•To run CNC tooling at Hyper Speeds, it is extremely important 
  to regularly dress your CNC tooling to maintain its shape

•The Hercules dresses tooling while your CNC is operating

 Item# 2333

NEW
FOR 2021 

The Italian Government has 
asked the Confindustria 
Marmomacchine Association 

to contribute to the creation of a na-
tional digital platform dedicated to 
the Italian sector of natural stones, in-
cluding associated technologies for 
processing natural stone.
 
 

Italy Creates National 
Digital Platform to Support 
the Italian Stone Industry

Italian companies present on the 
Italian Stone Network, showcasing 
some 370 products.

Some of the first planned initiatives 
that will also have a connection with 
the Italian Stone Network will be: 
• A collective area of   the Italian 
Companies participating in the 
Middle East Dubai fair - U.A.E. 
(Stone + Stone Machinery sector). 

• Digital B2B between Italian com-
panies and stone operators and 
American stone companies (Stone 
Machinery sector).
 

Italian companies interested in join-
ing the Italian Stone Network for free 
can contact them for link to a registra-
tion form on the Google Docs website.

While membership is reserved 
for Italian companies, it is offered 
completely free, and the Italian 
Government and ICE states it plans 
to promote the digital platform to 
all foreign stone operators interested 
in coming into contact with the best 
Italian companies in the stone sector, 
and with manufacturers of machinery 
and equipment for processing stone.

Currently there are more than 70 



Paul Craig Smith, 
a respected fig-

ure in the granite 
and marble indus-
try, passed away on 
July 30, 2021. He 
was 91. The long-
time president of the 
Chester A. Smith 
Marble & Granite 
Company, Smith, was passionate 
about maintaining a family legacy 
of quality and commitment to fur-
thering the industry.

He is survived by his wife of 
69 years, Sarah, and his daugh-
ters, Leslie Smith and Stephanie 
Smith-Johnston, who continue 
the family legacy as the principal 
owners of the company. A grad-
uate of Upper Arlington High 
School Class of 1948, Paul Smith 
graduated from The Ohio State 
University School of Architecture 
in 1954 and then served as a 
Lieutenant in the U.S. Air Force 
at Craig Air Force Base in Selma, 
Alabama, before becoming 
president of Chester A. Smith 
Company in 1959.

Based in Columbus, Ohio, 
Chester A. Smith Co. has been 
well known for the excep-
tional quality of its work and its 
hands-on dedication to old-fash-
ioned craftsmanship during its al-
most 94-year history. 

Smith carried on the legacy of 
his father, the eponymous founder 
of the company and a seminal fig-
ure in the history of marble in the 
20th Century. In 2011, the Marble 
Institute of America (MIA), post-
humously awarded Chester Smith 
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“This is a new stress test. We just put on the news.” 
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Paul Craig Smith: Celebrat-
ing a Life Dedicated to the 

Granite and Marble Industry

the 2010 Migliore 
Award for Lifetime 
Achievement. Paul 
was there to accept 
the award on behalf 
of his family.

“Paul took great 
personal pride in 
maintaining and 
growing the legacy 

of his dad,” said Jeff Johnston, 
Smith’s son-in-law and president 
of the company since 2011, “That 
was certainly a driving force for 
him. He also had a true appreci-
ation for the history of the indus-
try and loved to share information 
about those times.”

As president, Smith moved the 
company away from its roots in-
stalling tile and production work 
for the commercial market to fo-
cus on high-end residential work. 
Under his guidance, the company 
earned many awards for its de-
signs and craftsmanship.

Smith was especially proud of 
one project the company had ex-
ecuted: the installation of a map 
inlaid into the floor of the Ohio 
Statehouse. Created using several 
types of marble and granite. It de-
picts all 88 counties of Ohio.

Smith had served as vice presi-
dent and as a past member of the 
Board of Directors of the Marble 
Institute of America (MIA). He 
was a 32nd Degree Mason, a 
member of Sigma Alpha Epsilon 
Fraternity, The American Institute 
of Architects, The Ohio State 
President’s Club, Buckeye Club, 
Columbus Museum of Art, and 
Scioto Country Club.

© MARK ANDERSON. www.andertoons.com

mailto:g.covell%40slipperyrockgazette.net?subject=Advertising%20in%20the%20Slippery%20Rock
mailto:publisher%40slipperyrockgazette.net?subject=Comments%20on%20the%20SRG
http://www.slipperyrockgazette.net
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BB Industr ies’  (BBI) 
quickly growing CNC 

program gets a boost with a new 
CNC tech, Josh Hart. Hart’s 
skills, along with those of Jerry 
Herring and Peter Hauser create 
a strong CNC core group that is 
able to help customers by provid-
ing demos, helping them to pur-
chase the best machines for their 
shops, setting tools and training 
and supporting customers. 

“Highly-efficient CNC ma-
chines are a cornerstone of a 
successful fabrication business, 
because they give you the ability 
to maximize your shop produc-
tion and profit margins,” said 
BBI CEO and President Rick 
Stimac. “BBI is huge on the con-
cept of partnership and to that 
end, we don’t just send you tools 
and equipment and leave you. 
Through our program, our CNC 
experts give you the training and 
support you need to achieve these 
goals, as a true partner.”

“As far as I know, we are the 
only tool distributor that helps 
set up and train people on CNC 
tooling,” said Jerry Herring, CNC 
Lead Tech & Sales Consultant. 
“BB Industries’ CNC program 
has become so popular, that our 
team is booked a few months out, 
so we are adding staff to ensure 
that we can reach more customers 
efficiently.” 

The BBI CNC tooling con-
sultation always starts over the 
phone, and if the issue cannot be 
resolved, then they schedule a 
technician to go out and train on 
the machine. Herring and Hart are 
working with a customer shop-
ping for a presetter now. They 
have shown him demos, let him 

share demos with other shops 
and whatever is necessary to 
make sure he makes the best de-
cision for his shop.

“I know Josh’s work ethic 
from working with him at an-
other company where he was 
in charge of running CNC set-
ups and machine maintenance,” 
added Herring.

Hart has 12 years of granite 
fabrication experience, primar-
ily on Park Industries machines 
as overnight CNC supervisor 
at Planet Granite in Colorado 
Springs, as well as CNC super-
visor at Surface Encounters in 
Michigan.

“I pride myself on making 
sure that the tools and equip-
ment we provide are working at 
peak performance, ensuring that 
the presetter and CNC machines 
are functioning at the optimum 
level,” said Hart.

One BBI customer in Ohio 
commented, “I can’t believe 
BBI does this! We buy your 
tools, you come out here and 
train us, and I can call you any-
time if I have a problem.”

Since its beginning in 1994, 
BBI’s philosophy has been to 
offer the best customer service 
and the best value for the money. 
Visit BBIndustriesLLC.com .

Continued from page 4

BB Industries Expands 
Its CNC Support Program

Paul Craig 
Smith

Johnston shared an anec-
dote about Smith’s personal 
touch with customers. “Paul 
loved to draw. He had grad-
uated with a degree in ar-
chitecture from Ohio State 
but never practiced it for-
mally; but Paul could be 
in the showroom with a 
customer, and they’d give 
him an idea of what they 
wanted, he could sketch it 
out immediately.” 

Smith’s tenure as presi-
dent, and his involvement 
in the industry, left his 
mark upon the community, 
Johnston said. “Our shop 
workers and a lot of our 
competitors respected him. 
During the calling hours (at 
his service), I was touched 
to see individuals from our 
old-school competitors 
come to show their respect.”

Johnston also related that 
Smith looked forward to 
reading the Slippery Rock 
every month, even after he 
retired from operations at 
the shop. Smith also en-
joyed whittling chains out 
of solid blocks of wood, as a 
way to keep his hands busy 
and relax. “He carved a cou-
ple-hundred of these intri-
cate chains, often while on 
vacation,” Johnston said.

From all of us at the 
Slippery Rock Gazette, our 
sincere condolences to the 
family and the Chester A. 
Smith Company. 

Josh Hart, CNC Technician

White Mt. Airy granite

Mount Airy Joins the Polycor 
Portfolio of World-Class 

Natural Stones
Steven Schrenk
Polycor White Mount 

Airy®  granite is 
prized nation-

wide: it has helped build 
numerous landmarks 
across America, from the 
Wright Brothers Memorial 
at Kitty Hawk, N.C. to the 
World War II Memorial 
in Washington, D.C. It’s 
so iconic in fact, that tours 
to the open air quarry are 
as popular a draw to the 
town as the Mayberry Days 
Festival held each year in 
this legendary hometown 
of Andy Griffith (you can 
almost picture Opie or 
Barney Fife walking down 
the street).

And now  White Mount 
Airy Granite® is part of the 
Polycor portfolio of world-
class natural stones. This 
quarry is famous throughout 
the industry for extracting 

one of the brightest, most 
uniform and highest-qual-
ity white granites in the 
world. Polycor is thrilled 
to be supplying this gran-
ite, which while known for 
its unmistakable, predomi-
nantly white color, also in-
cludes a light gray, medium 
grain fleck mixed through-
out. Its three components—
bright white quartz, evenly 
distributed blueish grey 
feldspar, and naturally 
black mica — give warmth, 
texture, and style to bold ar-
chitectural projects.

If you’ve toured 
Washington D.C., or 
spent time in cities like 
Philadelphia or Chicago, 
you’ve seen buildings and 
monuments clad in the 

beautiful speckled white 
granite or walked on pav-
ers and stepped over curbs 
where the gleaming gran-
ite lines the streets. In 
Washington D.C., the 
coping stone around the 
Rainbow Pool at the World 
War II Memorial is White 
Mount Airy®.

Please turn to page 16

http://BBIndustriesLLC.com
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Training & Education   

Ed Young
Fabricator’s Business Coach

Training & Education

Does this depressing litany 
sound familiar?

• Your business has hit a certain 
size that it just can’t seem to grow 
beyond.
• Profits have stagnated and you 
just can’t seem to move that nee-
dle.
• The level of noise and chaos in 
your business has reached a fever 
pitch and nothing you do seems to 
reduce it.
• You find yourself working hard-
er and harder and still can’t keep 
up.

If so, then the chances are you 
need to change your approach to 
running your business. Notice I 
didn’t say, “change the way you 
run your business.” I specifically 
said, “change your approach to 
running your business.” There’s a 
significant difference.

Here’s an example:  
• Changing how you run your 
business would be something like 
installing software to automate 
the flow of job orders in your 
office – think Moraware, Action-
Flow, Stone Profits, etc. 

• Changing your approach to run-
ning your business would be im-
proving the completeness, quali-
ty, and timeliness of the data you 
enter — implementing  process 
quality checks, setting time limits 
for when all data must be entered 
prior to template, training em-
ployees in these tasks, and audit-
ing the output of the process. 

If all you do is install the soft-
ware without also improving how 
you manage the workflow, then 
all you get is an expensive way to 
make mistakes faster - and it will 
still be difficult to quickly and 
accurately answer customer ques-
tions about the status of their jobs.

Improving how well your 
team executes these business 
processes is called ‘working ON 
the business’ instead of ‘work-
ing IN the business’. Working 
IN the business is essentially be-
ing an employee. You process 
paperwork, you template, you 

Are You Still Working 
IN Your Business?

will eventually stop wasting 
your time asking questions they 
already know the answers to.

As you consistently do the 
above items, you will find that 
you will have more and more 
time to work ON your business.

Finally:  What should you 
work on?
• In the November 2020 and 
February 2021 Slippery Rock, 
we talked about using the con-
cepts of Value-Added and Non-
Value-Added to free up capacity 
that you are already paying for. 
If you focus your time on re-
ducing Non-Value-Added ac-
tivities, you will begin to free 
up time for all your people. 
This time can be used to ser-
vice more customers and help 
you break through that business 
plateau. It can also help reduce 
the noise and chaos in your busi-
ness. When your employees see 
the positive impacts from you 
working ON your business, they 
will become interested in help-
ing you work ON your business 
even more.

As a fab shop owner, you de-
serve to have a business that 
makes you money and also al-
lows you the time to enjoy it.   
To find out more about how to 
make more money and get your 
life back, email the author, Ed@
FabricatorsCoach.com.

help in fabrication, you help in-
stall, you take service calls and 
field customer complaints – all 
the normal things you are pay-
ing other people to do.

Working ON the business 
means you are improving how 
those things are done.

For example: 
• You are training employees to 
make sure complete information 
is input for orders, that informa-
tion is accurate, and it’s entered 
on time. 
• You are looking at how informa-
tion flows from the front office to 
the shop and are improving pro-
cedures for speeding up that flow 
and improving the accuracy of 
that information. 
• You are auditing how these im-
provements are working and ad-
justing as needed. 

In the 2021 May Slippery Rock, 
we talked about how, if you don’t 
make a conscious decision to run 
your business, then your business 
will run you. As a result of that ar-
ticle, I’ve gotten calls and emails 
asking about Point #2 from that 
article: Key people in the business 
spend part of their day working 
ON the business instead of IN the 
business.

We all know that starting to 
make a change like this is much 
easier than consistently sticking 
with the change. You start that new 
diet on Monday and by Thursday 
the diet is a distant memory. You 
start working on improving your 
information flow from the office 
to the shop and, 30 minutes into it, 
employee questions and customer 
calls have already derailed you.

So, how do you make the shift 
from working IN the business to 
working ON the business?

First, answer this question: 
Why is it important to make this 
change?

Here are some questions that 
will help you define the drivers 
for this effort:

• What do you want your business 
to look like 6 months or a year or 5 
years from now?  Can you get there 
if you don’t make this change?  
• What are the positive impacts you 
want to see from this change?  Do 
you want less stress and fewer inter-
ruptions in your day?  Do you want 
the ability to get away for a quiet 
dinner with your spouse?  Would 
you like a fatter bank account?
• What are the negative impacts 
that occur if you don’t make this 
change?  Could your on-going 
stress lead to personal health is-
sues?  Will you be unable to make 
enough money to pay off the bank 
note on the new CNC you just 
bought and maybe have to close the 
business or mortgage the house?
• A stakeholder analysis is a great 
tool to get you thinking beyond just 
your business. List the people and 
entities that are impacted by your 
business — employees, families of 
employees, the community, your 
suppliers and customers. List both 
the positive impacts this will have 
on them and the negative impacts 
of not doing this successfully. The 
perspective you get from this exer-
cise is very valuable. Write down 
all the answers to the questions 
above and make sure you have a 
clear picture for why it is import-
ant to change your approach to run-
ning your business. Write down all 
the answers to the questions above 
and make sure you have a clear 
picture for why it is important to 
change your approach to running 
your business

Next:  How will you make the 
change happen? The biggest 
challenge is making the time for 
these new activities.

Here are some suggestions to 
help you:
•Start by taking two hours per 
week – two lunches. Make sure 
you will not be disturbed – put a 
sign on the door, lock the door, 
turn off the cell phone, turn off 
the computer, and unplug the desk 
phone. Grab a pad of paper and a 
pen, decide which issue you want 
to start improving, and get to work 
on it. You may not finish every-
thing in the first session or two, 
but you will have a solid start.
•One of the biggest consumers of 
time for owners and managers is 
answering questions from employ-
ees. There are many reasons for 
this, but here’s an effective way to 
reduce how often this happens:

When you get a question from 
an employee, simply say, “I 
don’t know, what do you think?”  
Listen, then do not say another 
word. Let that uncomfortable si-
lence linger until the employee 
answers. If the answer is close 
enough to being correct, then 
tell them they are correct and to 
make it happen. If the answer 
is not correct, then you have a 
training opportunity. 

If you do this consistently, 
employees that are asking for 
permission or doing C.Y.A. will 
soon realize that you know that 
they know the right answer. They 

At the last great meeting of the species, 

the 
dinosaur delegation 
voted not to change.

https://www.slipperyrockgazette.net/index.cfm/pageId/4020/Could%20You%20Use%20an%20Additional%2010%20Percent%20Production%20Capacity%20Right%20Now%3F/
https://www.slipperyrockgazette.net/index.cfm/pageId/4116/How%20Much%20Money%20Can%20Your%20Shop%20Make%3F/
mailto:Ed%40FabricatorsCoach.com?subject=Slippery%20Rock%20Article
mailto:Ed%40FabricatorsCoach.com?subject=Slippery%20Rock%20Article
https://www.slipperyrockgazette.net/index.cfm/pageId/4202/Manage%20to%20Get%20Your%20Life%20Back/
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Cheryl A. Moore, PsyD
CEO, Prestige Countertops 
& Services

What’s Your EQ?

IN last month’s article 
(September 2021), I pre-

sented several different leadership 
styles. Maybe you resonated with 
one of those styles, or maybe you 
considered incorporating the char-
acteristics of one of those styles 
into your style. Nevertheless, the 
discussion on leadership styles 
was a good lead into the concept of 
Emotional Intelligence (EQ).

EQ is an important construct 
of leadership traits and abilities. 
Extant literature has shown that 
emotional regulation may be a 
form of intelligence. Early studies 
on EQ assisted in explaining why 
people scoring high in intelligence 
quotient (IQ) outperform those 
with average IQs only 20 percent 
of the time and yet people with av-
erage IQ levels would outperform 
those with high IQs 70 percent of 
the time (Bradberry and Greaves, 
2009). `This anomaly presented a 
conundrum among those who be-
lieved that an individual’s success 
was related to their IQ score; there 
must be a variable that explains 
success above and beyond the IQ 
score. 

EQ is the ability to recognize 
and control not only your personal 
emotions, but those of others as 
well. Goleman (2001) and his asso-
ciates identified four key domains 
of EQ in their earlier studies, and 
in more recent studies, Goleman 
and Boyatzis (2017) in a Harvard 
Business Review study identified 
12 EQ competencies within the 
four domains. 

Emotion(s) is defined as a nat-
ural instinctive state of mind de-
riving from one’s circumstances, 
mood, or relationship with others. 
We are all faced with situations 
in the workplace that creates a re-
sponse from us that will either be 
positive or negative and can dic-
tate the kind of relationships we 
will have. EQ is the ability to not 
only recognize these emotions but 
to also use this awareness to man-
age our behavior and relationships 
as well. Recognizing what “trig-
gers” certain emotions in ourselves 
is the first step in managing our 

emotions. Once we recognize a 
trigger, we can practice productive 
ways of reacting with the purpose 
of making the reaction habitual, 
so the reaction automatically be-
comes the response in the future. 
Our brains are wired in a way that 
we ignite an emotion to a circum-
stance, or stimulus, before the in-
formation reaches the rational part 
of our brain. Bradberry & Greaves 
(2009) explicated that “the com-
munication between your emo-
tional and rational “brains” is the 
physical source of emotional intel-
ligence” (p. 7).

Recognizing our triggers and be-
ing proactive in our responses is 
part of our personal competence, 
which is the first two domains of 
self-awareness and self-manage-
ment. Self-awareness is the abil-
ity to perceive our emotions in the 
moment and understand how we 
respond across different situations. 
Self-management is dependent on 
self-awareness, it is what happens 
when we act, or do not act, on our 
emotions, and our ability to use our 
awareness to be flexible and guide 
our behavior in a positive way.

The other two domains of EQ 
are part of our social competence, 
social-awareness and relationship 
management. 

Social-awareness is the ability to 
pick up on, and understand, oth-
er’s emotions, to really understand 
what is going on with them and 
what they are thinking and feeling, 
even if it is not the same as how 
we are thinking or feeling. The 
final domain, relationship man-
agement, is the ability to take our 
knowledge from the first three do-
mains and manage interactions and 
conflicts with others successfully. 
Possessing the ability to initiate a 
direct, constructive conversation 
helps to manage conflict at work.

EQ can be an interesting topic 
to delve into, because we all have 
emotions and what we do with 
our emotions affect others. While 
this was just a broad overview of 
EQ, I would encourage you to per-
form additional research among 

scholarly resources and study the 
positive and negative attributes of 
EQ. Bradberry & Greaves (2009) 
tested over 500,000 people over a 
decade to understand the role emo-
tions played in their lives and found 
that two-thirds of us may be con-
trolled by our emotions and do not 
yet have the skills to spot our trig-
gers and use them to our benefit. 

There is no known connection 
between IQ and EQ and it hasn’t 
been possible to measure an indi-
vidual’s EQ based on their intel-
ligence, but a higher EQ can be 
developed.

Cheryl is the CEO of Prestige 
Countertops & Services, Inc. 
Contact her at cmoore2@ 
mercyhurst.edu  for additional re-
sources in EQ studies.

 Domain Competencies
Self-Awareness  Emotional self-awareness

Self-Management Emotional self-control;   
  adaptability; achievement ori- 
  entation; positive outlook

Social Awareness Empathy;  organizational   
  awareness

Relationship Management Influence; coach & mentor;  
  conflict management;  Team-
  work; inspirational leadership

mailto:cmoore2%40%20mercyhurst.edu?subject=Slippery%20Rock%20Article
mailto:cmoore2%40%20mercyhurst.edu?subject=Slippery%20Rock%20Article
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Pricing Your Products
Ed Hill
Synchronous SolutionsThe fact is, pricing your 

products is far from an 
exact science. Ultimately, 

it is all about what the market 
will bear. If there is one abso-
lutely true statement regarding 
pricing, it is this:

The price of your products 
is determined by your custom-
er’s perception of value and 
availability.

Let’s examine that statement.
Price is the quantity of  payment 

given by one party to another in 
return for a unit of goods or ser-
vices. Typically, in the counter-
top industry, the unit price is set 
as an amount per square foot of 
surface materials. Add to that the 
price for sinks, faucets and all 
the special features like premium 
edges, chip minimizer, digital 
layout, tile backsplash, expedited 
completions, etc. All of those en-
hancements should increase your 
income on every job. Don’t give 
any of it away.

Customer’s Perception. Your 
reputation in the market has a 
lot to do with the prices you can 
charge. If you are known as a 
quality provider with fast pro-
cessing who always meets the 
promised dates, you can reason-
ably charge a premium price. 
You should not seek to be the 
cheapest. There will always be 
someone who can beat your 
price. You should charge for ex-
cellent quality and superior cus-
tomer service. 

Value. This is the combina-
tion of fair pricing, acceptable 

Your Cost of 
Production has little 
to do with the price 

of your product.

quality, timely completions, re-
liability and trust that your cus-
tomers expect from you. The 
higher your perceived value, the 
higher your prices can be. You 
should not allow your company 
to be known as a commodity pro-
vider and your prices should re-
flect the value you deliver to your 
customers. Going beyond the ba-
sic requirement is a good tactic 
too. One of my clients jokes that 
they can mow the customer’s 
grass if it needs it. Another noted 
that their Installer cleaned the 
light fixture in the kitchen when 
the job was complete. That went 
a long way in establishing value 
with the customer.

Availability. This has to do 
with meeting customer need 
dates. A common standard to-
day is a one-week process time 
from Template through Install. 
Template on Monday and Install 
the next Monday. In any case, 
when you make a promise to 
complete an installation by a 
given date, you should do every-
thing you can to meet that date. 

Missing a promised installation 
date can cause more damage to 
your reputation than any other 
failure. If an expedited comple-
tion is requested (and your sys-
tem can do it), this should garner 
a premium price. 

Another fact of life concerning 
pricing is that your cost of pro-
duction has little to do with the 
price of your product. In other 
words, you should pay much 
more attention to “what the mar-
ket will bear” than a detailed cal-
culation of your manufacturing 
costs. 

Here is a personal story to il-
lustrate that point. In another 
lifetime, I was a manufacturing 

manager in the apparel industry. 
The plant I managed made Ralph 
Lauren Polo shirts. These were 
high quality knit shirts for men. 
And they were expensive at the 
retail stores. Likewise, we got 
paid well to produce them. Our 
plant also made the same shirt 
for JC Penny. It was the same 
fabric; the same patterns and we 
used the same quality standards. 
The only difference was the la-
bel and embroidery on the left 
chest. The labor content of the 
two shirts was the same. We got 
paid a lot less for the same work 
on the JC Penny shirt. 

Training & Education

Please turn to page 11
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Market Leader
6,000+ systems sold worldwide.

Made in the USA
American-pride. American-made.

Lowest 5-year cost
Complete package for under $18K.

Leader in Digital 
Fabrication Solutions

LASERPRODUCTSUS.COM
877-679-1300

13 out of the last 16 Fabricators  
of the Year use our system

Lowest 5-year cost of ownership

User-friendly software requires 
no CAD experience 

Online & onsite training included

Comprehensive warranty coverage 

Overnight loaner program

#GoDigital

What have you templated today?

Natural Stone Institute 
B o a r d  P r e s i d e n t 
Michael Picco (PICCO 

Engineering) and CEO Jim Hieb 
participated in a virtual session 
prior to the Big 5 International 
Building & Construction Show, 
held September 12-15 in Dubai. 
The session was scheduled to 
place virtually on Wednesday, 
September 1.

The presentation was: 
Advocating for Natural Stone 
and Global Initiatives in North 
America: A Perspective from 
the Natural Stone Institute.

Picco and Hieb discussed the 
North American marketplace and 
several key initiatives important 
to the global stone community: 
sustainability, creation of a uni-
form international natural stone 
standard through the International 
Standards Organization (ISO), 
and reaching architects and de-
signers. This session was de-
signed to expand knowledge 
about industry initiatives led by 

Michael Pico & Jim Hieb Participate in 
Middle East Stone Virtual Education Session

the Natural Stone Institute, and 
how one can get involved.

The Natural Stone Institute is 
proud to once again serve as a 
supporting association for Middle 
East Stone, which takes place 
during the Big 5 Show. While the 
association did not have a booth 
or onsite education this year, sig-
nage for both the association and 
Use Natural Stone was displayed 
throughout the venue. 

Middle East Stone is the re-
gion’s only dedicated event 
for the natural stone industry. 
Running from September 12-15, 
2021 at the Dubai World Trade 
Centre, the event brings targeted 
construction professionals from 
around the world for four days of 
intensive information gathering, 

lead generation, and knowledge 
sharing. Middle East Stone is 
co-located with The Big 5, the re-
gion’s largest construction event, 
creating a one stop shop for the 
industry to source all products 
throughout the construction cy-
cle, from concept to completion.

Learn more at www.middleeast 
stone.com. 

The Natural Stone Institute is a 
trade association representing ev-
ery aspect of the natural stone in-
dustry. The current membership 
exceeds 2,000 members in over 
50 nations. The association offers 
a wide array of technical and train-
ing resources, professional devel-
opment opportunities, regulatory 
advocacy, and networking events. 
Two prominent publications—the 
Dimension Stone Design Manual 
and Building Stone Magazine—
raise awareness within the natural 
stone industry and in the design 
community for best practices and 
uses of natural stone. Learn more 
at www.naturalstoneinstitute.org. 

Crime Historian Searches for 
Traces of “D.B.” Cooper

Nearly 50 years after sky-
jacker D.B. Cooper van-

ished out the back of a Boeing 
727 into freezing Northwest 
rain — wearing a business 
suit, a parachute and a pack 
with $200,000 in cash — a 
crime historian is conduct-
ing a dig on the banks of the 
Columbia River in Vancouver, 
Washington, in search of 
evidence.

KOIN reports that Eric Ulis, 
a self-described expert on the 
infamous D.B. Cooper case, 

began a two-day dig one Friday. 
Ulis and four volunteers are 
searching for evidence about 10 
to 15 yards away from where a 
boy found $6,000 of Cooper’s 
ransom money in 1980.

Ulis said his theory is that 
Cooper buried the parachutes, 
an attache case and the money at 
the same time, but dug smaller 
holes instead of one large one.

The case of Cooper has be-
come infamous, not only in 
the Pacific Northwest but also 
throughout the country. 

Please turn to page 26

http://www.middleeaststone.com
http://www.middleeaststone.com
http://www.naturalstoneinstitute.org
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Portable CNC Router for your Sink Cutouts

Easy to Program
P o r t a b l e   C N C   R o u t e r   f o r   L - s h ap e d   a n d   o v e r s i z e d   t o p s  
 I n c l u d e s   C o n t r o l / W o r k   S t a t i o n   t o   l i f t   a n d   c a r r y   t h e   S i n k B o t   C N C
V a r i a b l e -s p e e d   S p i n d l e   w i t h   c e nt e r   w a t e r f e e d   t o   r u n   f i n e r   g r i t  bits

SINKS
slowing you down?

SinkBot CNC

 C a l l   f o r   d e t a i l s 
 6 1 2 - 7 4 1 - 6 51 0 

 E d g e m a t e S t o n e T o o l s . c o m

Cut your Sinks for 

$110 / week
less than $440 per month 

(60 payments)

Training & Education
Pricing Your Product

The point is that the mar-
ket was willing to pay much 
more for the Ralph Lauren 
Polo label. Our customer 
paid us more as well. So, 
this presented a challenge 
in level-loading our plant. 
If we had too much of the 
JC Penny product, it took a 
lot more units of production 
to make the same money. If 
we had a heavy load of the 
Polo shirts, we made more 
money even if production 
was low. Unfortunately, my 
boss at the time expected 
the high profits all the time 
no matter what we were 
manufacturing.

This phenomenon is not 
unlike the situation in a 
countertop fabricator that 
does work for retail custom-
ers (who are willing to pay 
premium prices) and at the 
same time does work for 
box stores that emphasize 
low prices. The same job for 
a retail customer could be 
30 percent more compared 
to that job for a box store, 
while the cost of production 
is the same. Ultimately, the 
cost of production has little 
to do with the price of your 
product.

A solution to the dilemma 
of level loading is to control 
the mix as best you can. Try 
to blend the high value and 
low value products in your 
daily mix so that the shop 
does not experience the 
“waves” of high and low de-
mand that will diminish pro-
ductivity and cause lots of 
chaos among your workers.

In the Synchronous Flow 
system, we use Throughput 
Dollars ($T) as the metric 
for planning, scheduling and 

can adjust the price higher 
to achieve a higher Octane. 
Again, this is a method to 
help assure that your pric-
ing will be profitable. You 
still must learn what the 
customer will accept.

Another popular ap-
proach to pricing is called 
“Hot Sauce” which is the 
upcharge for the enhance-
ments beyond the basic 
countertop such as pre-
mium edges, chip mini-
mizer, digital layout, tile 
backsplash, expedited 
completions and any other 
feature that you can sell to 
your customers. A clever 
App has been created by 
Geoffrey Gran and Bill 
Hauer at The Countertop 
Factory-Midwest. The fact 
is that there is money to be 
made in selling Hot Sauce, 
i.e. the enhancements be-
yond the basic counter-
top. The App will help 
you encourage, manage 
and track those additional 
sales. Check it out at www.
tcfmidwest.com .

The bottom line on pric-
ing is that it has a major im-
pact on your bottom line. 
As such, it should be a part 
of your daily routine. It is 
not an exact science, but 
there are techniques and 
strategies that you can uti-
lize to make more money. 
After all, that should be The 
Goal of every company. 

For more information 
on how to use Throughput 
($T) to manage and control 
your pricing, visit www.
SynchronousSolutions.
com or call Ed Hill, 
Synchronous Solutions, at 
704-560-1536.

$T Ratio =  
$T – Sale Price

tracking the orders through 
the system. $T is “the mea-
sure of value added” for 
your business. (See “Square 
Feet vs. Dollars” in the July 
2018 edition of the Slippery 
Rock Gazette. Using that 
metric, you can also cal-
culate the $T Ratio, which 
is the percentage of a sales 
dollar that will become $T. 

We have learned over the 
years to target that ratio for 
given products. In other 
words, you can adjust the 
price until you have achieved 
the desired $T Ratio. The $T 
Ratio varies by product and 
a bit by region of the coun-
try, but this is a good way to 
gain confidence that you are 
setting your price at a prof-
itable point. Of course, this 
assumes that the customer 
will accept this price level, 
which is always paramount. 

Another measure that 
we use in the Synchronous 
Flow system to set pricing is 
Octane, which is $T per hour 
of time at your system’s 
Constraint or Control Point. 
Typically, in the countertop 
industry, we use Install as 
the Control Point. We have 
learned that a good target 
for Octane is about $700 per 
hour. The process is to cal-
culate the $T for the order 
as the projected sales price 
minus the investment in ma-
terials and freight. Divide 
that number by the projected 
drive time and job time for 
the installation. That equals 
Octane. If the result is be-
low the target of $700, you 

Continued from page 8 

“I am only one, but still I am one.  I cannot do 
 everything, but still I can do something.  

And because I cannot do everything, I will not 
 refuse to do the something that  I can do.”  

—Edward Hale

Get the Latest in
Industry News

or go to www.stonemag.com/srg

Scan the
QR code

Every 1st & 3rd Wednesday

Twice-monthly

Every month

Every 2nd & 4th Wednesday

http://www.tcfmidwest.com
http://www.tcfmidwest.com
http://www.SynchronousSolutions.com
http://www.SynchronousSolutions.com
http://www.slipperyrockgazette.net/index.cfm/pageId/3150/Square%20Feet%20Versus%20Dollars/
http://www.slipperyrockgazette.net/index.cfm/pageId/3150/Square%20Feet%20Versus%20Dollars/
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Please turn to page 14

Merliee Kern, MBA
Forbes Business CouncilA U.S. Bureau of Labor 

Statistics report revealed 
nearly half of all small 

businesses fail within the first 
four years of their existence. 
While there are many proven 
causes, including owner incom-
petence, inexperience, fraud and 
neglect, one killer culprit often 
flies under the radar: stagnation. 
Indeed, losing momentum—with 
respect to revenues, market share 
and other mission critical indi-
cators—is one sure fire-sign that 
an entrepreneurial endeavor is in 
grave trouble. 

The good news is that a stag-
nated organization can take a 
number of proactive tactical mea-
sures—many fairly easily in-
stituted—to turn the tide, spur 
change and, in doing so, kick the 
growth engine back into gear. 
Knowing she would have some in-
sights, I connected with self-pro-
fessed “Bosspreneur” Becky A. 
Davis of MVPwork LLC. Not 
surprisingly, she offered a great 
number of strategies that entre-
preneurs can employ right now 
to spark short-term progress.  
 
The following are eight of her 
concepts that really resonated 
with me, also because they’re 
each highly effective within the 
framework of a long-term strat-
egy for sustained growth. 

Be a better “Bosspreneur.” 
An entrepreneur is defined as a 
person who takes a risk, starts a 

business or enterprise to make 
money. Bosspreneurs do the 
same, but also have written and 
quantifiable targets, goals and ac-
tions. Not just focusing on staff 
and other external variables, 
they focus on self-improvement 
and believe they themselves can 
and should learn from anybody. 
Bosspreneurs accept responsibil-
ity. They are open to change and 
they want others to succeed. They 
consistently break down barriers. 
A Bosspreneur does not just own a 
business, they own their behavior. 

Promote ingenuity with im-
mediate impacts. Ask employ-
ees, customers, partners and 
vendors this question: “What 
three things would you change 
right now that would impact the 
company this month or quarter?” 
No group is too “unimportant” 
or insignificant to offer valuable 
advice, opinions and perspec-
tive. Hold internal weekly brain-
storming sessions with staffers 
for creating and collaborating on 
innovative ideas such as stream-
lining processes for speed and 
efficiency. Create a task force 
to document, analyze, priori-
tize and take tactical action on 
those ideas you feel will have an 
immediate impact on the busi-
ness and then segue to those 
where the benefit will be realized 

longer term. When things stabi-
lize, continue to do this once a 
month or quarter at the very least.  

Be a stickler for staff account-
ability. As a business owner, it’s 
important to continually chal-
lenge your team and hold them 
accountable for activities result-
ing in measurable growth. Once 
you have set clear expectations 
and provided training and coach-
ing, step back and give staffers 
the autonomy needed to perform 
the clearly articulated duties 
expected of them. Don’t mi-
cro-manage but do require reg-
ular progress reports so you can 
recalibrate as needed and remain 
proactive rather than reactive. If 
performance does not improve, 
it’s time for an accountability con-
versation. Have this conversation 
sooner rather than later, as the lon-
ger you take to expect improve-
ment, the worse the situation will 
become for you and your team.         

Identify and resolve conflicts 
and unsavory politics. Conflicts, 
whether they are between person-
nel, staff and vendors, or even 
within the supply chain, can di-
rectly affect your company’s 
bottom line. Work to resolve 
those inevitable workplace con-
flicts so the company can come 
out even stronger on the other 
side.  Do not forget, everyone is 

watching what you, as a leader, 
will do or, as importantly, not 
do.  Taking a “wait and see” ap-
proach or hoping a situation will 
just pass is not a solution, but 
rather is more likely to foster a 
toxic work environment, often 
perpetuated by low performers, 
which can cause high performers 
to seek employment elsewhere.  

Play all positions. Miami 
Heat coach Erik Spoelstra gave 
LeBron James the nickname of 
“1-through-5” for his ability to 
play and defend all five posi-
tions on the floor—an ability that 

successes right now can re-invig-
orate key players and the team at 
large, fostering a renewed fight-
ing spirit. Rewards don’t have 
to cost money. It could be an ex-
tended lunch hour, thank you 
email or word of encourage-
ment. Employees get nervous 
when things are tough but if you 
increase your communication 
during those tough times, it will 
ease some of the tension. Always 
give credit where it’s due: create 
a formal monthly honors or re-
wards program that recognizes 
employees company-wide, at any 
level, for developing ideas and 

earned James three NBA titles 
and four MVP awards. It is just 
as important for small business 
owners to be able to adjust and 
flex to their employee’s thinking 
styles to inspire an all-star perfor-
mance from the team. Small busi-
ness owners should be able to be 
similarly named “1 through-4” 
based on the four critical thinking 
styles: 1) the Analyzer only seeks 
the facts without the emotion 2) 
the Organizer – detail oriented, 
structured and procedures-ori-
ented; 3) the Synthesizer – big 
picture people who are imagina-
tive and excel at holistic in their 
thinking; and 4) the Harmonizer 
– the always empathetic, emo-
tional and expressive person al-
ways seeking ways for people to 
get along. As the leader, to get 
the best productivity and create 
high performance teams and third 
party relationships, you need to be 
able to play all four of these com-
municating positions based on 
how others naturally think rather 
than how you naturally think. 

Even during hard times, 
give praise and rewards. When 
things are not going as well as ex-
pected, going out of your way to 
recognize and reward even small 

solutions that have a tangible ben-
eficial impact on the bottom line.    

Invest in top talent. According 
to research compiled from 3,800 
small business leaders and con-
ducted by Salesforce.com, grow-
ing small businesses prioritize 
talent retention at a much higher 
rate than large enterprise. As a 
business owner, surround your-
self with the smartest and best 
talent possible to propel your 
company to the next level. Invest 
the time to find those superstars—
even in a part-time consultative 
or contract capacity if you can’t 
afford to hire them on full time. 
The ideation, energy and opti-
mism that comes from high-cali-
ber staffers can be contagious and 
give the entire company a boost. 

Pay it forward. As the busi-
ness owner, take an active role in 
the community through pro bono 
work on boards and committees. 
Such activities often proffer new 
networking opportunities, en-
hance the image of the company 
and its figurehead, and drive good 
publicity—all of which can rein-
vigorate revenues.

If your 
company is 

stuck in a rut, 
don’t wait 

another day to 
change course 
with the hope 
that somehow 
things will turn 
around with-
out serious 

intervention.

Eight Great Ways to 
 Foil Small Business Stagnation 

to Accelerate Growth

© MARK ANDERSON. www.andertoons.com
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“There is nothing as easy as 
denouncing... It don’t take 
much to see that something 
is wrong, but it does take 
some eyesight to see what 
will put it right again.”   
— Will Rogers

ED Metcalf, special advi-
sor for Laticrete North 

America, is the 2021 recipient 
of the National Tile Contractors 
Association Joe A. Tarver Service 
to the Industry Award. Metcalf 
has been with Laticrete North 
America for more than 35 years 
and served as President from 
2005 until June of this year.

 In his role as President, Metcalf 
has supported the NTCA in nu-
merous ways.   He served two 
terms as a manufacturer repre-
sentative on the NTCA Board of 
Directors.   Under his direction, 
Laticrete has played a leading 
role in supporting NTCA training 
and education initiatives through-
out the country. 

  “It is an honor to receive this 
recognition, as Joe Tarver was 
one of my idols in this industry 
when I began my career,” said 
Metcalf.  “Having my name asso-
ciated with Joe is very humbling 
and rewarding.”  

  Joe Tarver served as NTCA 
Executive Director from 1972-
2002.   Under his direction the 
NTCA launched national and re-
gional training programs and be-
came known internationally for 
its role in promoting the proper 
installation of ceramic tile.  

 “I cannot think of a single time 
when Laticrete did not support 
a major initiative that we asked 
them for help with in my al-
most 20-year career with the as-
sociation,” said current NTCA 
Executive Director Bart Bettiga.   
“Ed Metcalf is primarily respon-
sible for much of this support, and 
it has been an honor to work with 
him on so many levels. His lead-
ership and contributions to both 

Ed Metcalf Receives 
2021 NTCA Joe A. Tarver 

 Service to the Industry Award

Laticrete and our industry will be 
felt for many years to come.”

 
The NTCA Joe A. Tarver 

Service to the Industry Award is 
given annually at COVERINGS 
in a special awards presentation.   
Metcalf joins previous honorees 
in this special club, which also 
includes the late Henry Rothberg, 
founder of Laticrete International.

NTCA is a leading trade associ-
ation in the ceramic tile industry 
with more than 1500 members, 
representing thousands of tile 
and stone installers. www.tile-
assn.com.

Ed Metcalf, recipient of the 2021 
NTCA Joe A. Tarver Service to 

the Industry Award

http://www.tile-assn.com
http://www.tile-assn.com
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The Stone Detective

I was driving across the desert 
from Las Vegas to LA for an 
inspection and had to stop 

for a minute. I pulled into the 
rest area, did what I had to do 
and starting walking back to my 
car, when something in the dis-
tance caught my eye.   I looked 
out onto the desert and saw what 
appeared to be a small body of 
water. I started walking toward it, 
and when I had walked about 100 
feet it disappeared. I have heard 
of mirages, but have only seen 
the one in Vegas. Well, this was 
no casino and it just happened it 
would be a clue to solving the 
mystery I was about to see in LA. 
I got in the car and continued 
my drive, occasionally looking 
across the desert for another 
mirage or perhaps I could catch 
Wile E. Coyote chasing the Road 
Runner.

When I arrived at the building 
downtown, it was still under con-
struction and parking was almost 
impossible. It was a tall office 
building clad in a dark blue gran-
ite. I found a place to park in what 
looked like a seedy area, but who 
cares – the car was a rental and I 
had insurance. I grabbed my in-
spection kit and headed inside.  

I was greeted by a short, stout 
individual wearing a hard hat. 
The guy was a dead ringer 
for Danny DeVito. I was half 
tempted to ask him to call me a 
cab, but I resisted the pun. He 
handed me a hard hat and told me 
to follow him.

We entered an area behind a 
temporary plywood wall. He 
pointed to the floor and said, 
“There’s da problem.”

The floor consisted of a white, 
large-format porcelain tile. I 
looked down at the tile and didn’t 
see anything wrong. The lay-
out looked good, the grout was 

Frederick M. 
Hueston, PhD

The Case of “It’s Only an Optical Illusion”

in good shape, and the finish on 
the tile was consistent. I turned 
around and gave him a puzzled 
gaze, shrugged my shoulders and 
said, “What’s the problem?” 

He told me to walk across the 
floor to the other side of the lobby 
and then look. So, I walked to the 
opposite end of the lobby, turned 
around, and there it was. Along 
the perimeter of each tile was a 
dark smudge line. Interesting, I 
thought to myself. I set my eye 
on one tile and slowly walked to-
ward it. Just as I approached it, the 
smudge mark was no longer visi-
ble.   I turned to Danny and said,  
“OK, I’m no Renaissance man but 
I see the issue now.” Not sure he 
got the pun. I told him to stand in 
the very spot I was in, and asked 
him if he had a halogen light. He 
pointed up against the wall to 
where one of those halogen con-
struction lights was clamped to 
a floor stand. I placed the light 
a few feet from the tile in ques-
tion, walked back a few feet, and 
couldn’t see the smudge. I asked 
him if he could see the smudge 
from where he was standing and 
he said, “No, it’s gone!”

I smiled and told him he was 
seeing a mirage.   He seemed to 
get a little bit upset, but before 
he blew his top I said, “The prob-
lem is so common it’s even got a 
name: Optical Hazing.”

I explained to him the angle of 
light from the windows is casting 
a shadow on the tile. He shook his 
head and told me, “NO, the floor 
is perfectly flat with no lippage.”

I told him I knew. I motioned 
for him to come over and I took 

This is a properly laid floor of high-end, large format 
tiles, with no actual lippage. So what’s going on here?

out my field microscope and 
placed it on the tile. I focused in 
and showed him that this type of 
porcelain had these tiny, micro-
scopic pin holes. When the light 
hits these tiny holes at a certain 
angle, the light reflects off it, giv-
ing the hazing illusion he was 
seeing. 

“So how do we correct it?” he 
asked.

I told him there are several 
options:
1. He could tear it up and replace 
it with a different tile.
2. He could coat it with a thin coat-
ing. This will fill the holes and the 
light will reflect differently.
3. Sometimes polishing the tile to 
a higher shine may also work.
4. Change the lighting, or intro-
duce more lighting, if possible.

I told him I would send 
him some details. I shook his 
hand and headed out to see if 
my rental car was still there. 

Another case solved – now 
back to the real Mirage on the 
strip in Vegas, to try my luck at 
blackjack.

The Stone Detective is a fic-
tional character created by Dr. 
Frederick M. Hueston, PhD, writ-
ten to entertain and educate. Dr. 
Fred has written over 33 books on 
stone and tile installations, fabri-
cation and restoration and also 
serves as an expert for many legal 
cases across the world. Fred has 
also been writing for the Slippery 
Rock for over 20 years. 

Send your comments to 
fhueston@stoneforensics.com.

“The older I grow, the 
more I distrust the 

 familiar  doctrine that 
age brings wisdom.” 

—H.L. Mencken

Eight Great Ways to 
 Foil Small Business 

Stagnation

Sometimes when you pull your-
self away from the business and 
serve someone else, it helps to 
clear your mind. Giving always 
has a way of coming back to you.    

If your company is stuck in 
a rut, don’t wait another day to 
change course with the hope that 
somehow things will turn around 
without serious intervention.

Taking immediate action and 
implementing growth accelera-
tion strategies like those above 
will reinvigorate your business, 
strengthen your team, and help 
ensure your business maintains 
forward momentum.

  
Forbes Business Council 

Member Merilee Kern, MBA 
is an  internationally-re-
garded  brand analyst, strate-
gist and futurist  who reports on 
noteworthy industry change mak-
ers, movers, shakers and inno-
vators across all B2B and B2C 
categories. This includes field 
experts and thought leaders, 
brands, products, services, des-
tinations and events. Merilee is 
Founder,  Executive Editor and 
Producer of “The Luxe List” 
as well as Host of the  national-
ly-syndicated “Savvy Living” TV 
show. As a prolific business and 
consumer trends, lifestyle and 

leisure industry voice of author-
ity and tastemaker, she keeps her 
finger on the pulse of the mar-
ketplace in search of new and 
innovative must-haves and ex-
emplary experiences at all price 
points, from the affordable to 
the extreme—also delving into 
the minds behind the brands. 
Her work reaches multi-mil-
lions worldwide via broadcast 
TV (her own shows and copious 
others on which she appears) as 
well as a myriad of print and on-
line publications. Connect with 
her at www.TheLuxeList.com, 
on Twitter at  www.Twitter.com/
LuxeListReports/, on Facebook 
www.Facebook.com/ 
LuxeListReports/ and LinkedIN 
MerileeKern.

Sources:
http://www.bls.gov/bdm/entrepreneurship/entrepreneurship.htm
http://isbdc.org/small-business-failure-rates-causes/
http://www.huffingtonpost.com/vala-afshar/new-research-6-bench-
marks_b_9090514.html

Continued from page 12

© MARK ANDERSON. www.andertoons.com
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Sharon Koehler
Stone Industry Consultant

DO you remember, 
all those months 

ago (what is almost years 
ago, now), when the na-
tion was first rocked by 
COVID–19? You couldn’t 
turn the news on without 
seeing people nationwide 
applauding nurses, doctors 
and first responders. We 
were sending them food to 
eat as a token of our appre-
ciation. We were cooking 
out in our front yards so 
we could talk to our neigh-
bors. We were dancing and 
singing on our individual 
apartment balconies as a 
group. We held up signs 
of support or planted them 
in our yards. We learned 
about quarantine and Zoom. 
We wore masks, social dis-
tanced and kept an eye on 
our more compromised 
neighbors. We changed our 
whole lives and we banded 
together. We vowed to 
stick together and make it 
through to the other side.

The problem is that the 
other side never really 
quite got here. We caught a 
glimpse of it and then there 
were the variants kicking 
our as*** again. The “other 
side” sort of slipped away, 
leaving us with what health 
care professionals call 
“COVID Fatigue.”

COVID Fatigue is not 
what people get when 
they are sick. It’s what we 
the people get when both 
our mental and physical 
health are overly strained 
for a long period of time. 
COVID Fatigue – aka 
Disaster Stress is what hap-
pens when we don’t make 
it to the other side in what 

we the people call a “timely 
manner.”

In the beginning (phase 
1), there is the bonding and 
coming together. “One for 
all, all for one” (a phrase 
actually used by William 
Shakespeare before the 
Three Musketeers and 
Switzerland got ahold of it). 
Hence the clapping, sing-
ing and dancing, masking, 
quarantining, zooming, so-
cial distancing, etcetera, et-
cetera. It seems inherent in 
us all to band together and 
fight through the situation 
at hand.

It turns out that when 
the situation lingers, phase 
2 of Disaster Stress—aka 
COVID Fatigue appears. 
It’s sort of the “I Don’t 
Give a DA**” phase. I 
don’t want to wear a mask; 
I don’t want to social dis-
tance. I miss seeing my 
friends and family. I want 
to go back to work. “Screw 
COVID …I want my life 
back.” 

It’s not just you or you 
or you. It’s most of us. As 
a group, we are all tired of 
the situation, and we are all 
tired of being at least just 
a little bit afraid of what 
we can’t seem to defeat. 
We stop applauding, sing-
ing and dancing, BBQ-ing 
and keeping an eye on each 
other. It’s not that we don’t 
care, we are just tired. We 
spend more time in public, 
we unmask, we travel and 
do all the other things we 
were warned not to do. The 
stress of the situation takes 
its toll on our mental and 
physical well-being. The 
result is: we cave and start 
doing the things we want 

SmileI’m Tired, You’re Tired,
We’re ALL Tired

even though they may not 
be what is best for us. Why? 
Because we just want our 
normal lives back, and we 
don’t much care about the 
consequences, anymore!

What to do? What to do? 
Well, according to health-
care professionals, we can 
help ourselves get through 
COVID Fatigue. We just 
need to develop our own 
personal coping skills. 

The #1 best recom-
mended coping skill is to 
move. Not move like pack 
up your house and relocate 
to an underground cave, 
somewhere. Move like take 
a walk, dance to a song or 
video, go for a bike ride, 
run sprints in your back 
yard, take a yoga class, 
or join a gym. Movement 
and exercise release endor-
phins. Endorphins are your 
body’s way of reducing 
stress and pain (like a run-
ner’s high). Basically, they 
make you feel better natu-
rally. No drugs needed.

Change the way you 
think. Admittedly, that 
sounds hard, but in this 
case, we need to borrow 
from the Serenity prayer 
that is so popular in A.A. 
meetings: “Serenity to ac-
cept the things I cannot 
change.” So, unless you 
have Harry Potter’s magic 
holly wand with the phoe-
nix feather core, and you 
can wave it around while 
chanting a worldwide good 
health spell, accept the sit-
uation. You don’t have to 
like it or believe in it, just 
accept that this is where 
we are. Accepting doesn’t 
mean giving in. It’s just ac-
knowledging the situation 
— and acknowledging is 
the gateway to coping. 

Listen to music. This is 
easy for me, and I was glad 
to see it among the recom-
mendations. When I hit my 
office chair in the morning, 
the first thing I do is fire up 
my Alexa and start listening 
to music.

Savings & Rebates
with over 40
Vendor Partners

Collaboration
Meetings (Virtual
& In-Person) 

Financial
Benchmarking
with Peer-to-Peer
Comparisons 

 

Jon Kaplan

Managing Partner

jonk@rockheadsusa.com

216-310-1569

Join Our
Best-in-Class

Network

 www.rockheadsusa.com 

Training & Education by Professionals     
        for your Management Team

Knowledge Sharing with a 
        National Network 

Please turn to page 24 
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So is the Arlington Memorial 
Bridge, commonly acknowledged 
as D.C.’s most beautiful bridge, 
which symbolically links North 
and South, Arlington National 
Cemetery and the Lincoln 
Memorial. The neoclassical 
bridge, whose original construc-
tion was launched in 1925, un-
derwent a massive rehabilitation 
project starting in 2018, where 
hundreds of pieces of stone were 
removed from the historic span 
and were cleaned and repaired. 
While the original balusters were 
handcrafted, replacements for 
the few that couldn’t be repaired 
were made with high-tech guid-
ance from computers, seamlessly 
matched with stone from the same 
quarry. It’s an astounding testa-
ment to the stone’s integrity that 
blocks mined from Mount Airy 
nearly a century ago match per-
fectly with stone extracted today.

You’ll even find White Mount 

Mount Airy Joins the Polycor 
Portfolio of World-Class 
Natural Stones

Above: The Arlington Memorial Bridge links the Arlington National 
Cemetery and the Lincoln Memorial. 
Right: The WWII Memorial attracts millions of visitors each year. 
The Rainbow Pool, surrounded by White Mount Airy granite cop-
ing, is a common destination for sitting and reflecting. The world’s 
largest open face quarry with a territory roughly equivalent to 66 

Airy granite in the curbing along 
Pennsylvania Avenue leading 
to the White House. The Mount 
Airy quarry actually houses one 
of the world’s largest curb-man-
ufacturing facilities: the granite 
curbing is popular for city streets, 
especially in the Northern states 
where the material can stand up 
to harsh winter weather and the 
onslaught of aggressive snow 
plows. The granite won’t deterio-
rate due to the salt exposure as is 
the case, for example, with a con-
crete curb.

Then and now, White Mount 
Airy® granite is a first-choice for 
many monuments that tell a time-
less story of our communities and 
our shared history. In New York 
City, some of the base courses at 
the 9/11 memorial in Manhattan 
were made from this celebrated 
American granite. 

Another recent NYC project 
featuring the reputable granite 
is the gleaming white, sculptural 

Franklin D. Roosevelt Four 
Freedoms Park, designed by 
famed modernist Louis Kahn.

The strikingly serene park 
set in reclaimed green space 
at the tip of Roosevelt Island 
used over 140,000 cubic feet of 
White Mount Airy® Granite for 
the modernist, triangular-shaped 
green space. Visitors are led to 
the memorial along a pathway 
lined with allées of copper-beech 
trees and little-leaf lindens, also 
made of stone from the Mount 
Airy quarry.

The Four Freedoms Park on the tip of Roosevelt Island uses over 
140,000 cubic feet of Mount Airy granite. This smooth, faultless 
stone is among the finest of its kind in the world. 

football fields,  Mount Airy 
has been operating for more 
than 130 years.

Continued from page 5

Please turn to page 31
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Item# 68005
Item# 68006

SKIL SPT79-00 7” Worm 
Drive Skilsaw for Concrete

SKIL SPT79A-10 7” 
Walk Behind Worm Drive 
Skilsaw for Concrete

USE

WET 
OR 

DRY

Power Through EVERY Job with

When there’s concrete to conquer, 
the concrete Worm Drive Skilsaw 
makes the job a whole lot easier.
Cuts WET or DRY.
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NEW & IMPROVED! 
for 2021

EZ Installation Cart

The EZ Installation Cart 
saves your stone and your 
back from a nasty break.

Transport your countertop from 
the truck to the kitchen with 
ONE cart and NO lifting! 

Can also be used in the shop turning island pieces 
180° to polish all four sides on straight line polishing 
machines. The loading brackets are collapsible for 360° 
installation on site and in the shop, helping you to roll 
tops from the street to the kitchen with ease.

Item# 4051

For any size and height 
countertop or island installation. 

For more information, call or go online at :

No hydraulics or 
electronics needed!

  •Weight: 190 lbs.
   
 •Loading Capacity:  
    1,200 lbs.

  •Height Adjustment:  
    34”-42”

SEE THE

VIDEO

BBIndustriesLLC.COM

Which one of the follow-
ing business situations is 

worse?

A. Engaging in a deal with no 
understanding of the details?

B. Engaging in a deal with too 
much understanding of the details?

Don’t laugh. Both bombard us 
every day.

We encounter Situation A any 
time there’s a radio or TV within 
earshot or eyesight and a commer-
cial comes on. Usually, it’s a com-
mercial for cars, medicine, loans, 
phones or credit cards. At some 
point in the pitch, certain legal T’s 
must be crossed and I’s dotted. 
Thus, complete nonsense takes 
over.

On the radio, it sounds 
something like this: 
“Cghswmtxotisnquhtbslth!”

Not so coincidentally, it looks 
pretty much the same on TV: 
“Cghswmtxotisnquhtbslth!”

(Actually, “cghswmtxotisn-
quhtbslth!” in both instances is an 

Sam Venable 
Department of Irony

abbreviation. I’m merely using 
it here as an example. The Real 
McCoy “cghswmtxotisnquhtb-
slths!” are decidedly more diffi-
cult to understand.)

On the radio, “cghswmtxotisn-
quhtbslth!” rattles on for a good 
five seconds. It is delivered in a 
rapid, muted tone.

Perhaps if this noise were 
slowed to the speed of a drunken 
sloth and then filtered through a 
high-tech listening device—like 
something the CIA uses to de-
code enemy communications—it 
might begin to make sense.

Much the same with TV. Except 
this time, “cghswmtxotisnquhtb-
slth!” appears on the screen in 
lettering the size of an atom. It re-
mains visible for approximately 
one-tenth of a second. Then it 
vanishes.

The polar opposite is just as 
ridiculous. Which brings us to 
Situation B.

Recently I received a copy of 
the “Plan Coverage Package” 
from my health insurance car-
rier. It is an 8-by-11-inch book. 
Stuffed with more than 300 pages, 
it measures nearly three-quarters 
of an inch in thickness. Lord only 
knows how many trees gave their 
lives for its creation.

In theory, this tome spells out 
the specifics of my health plan. 
But it would take teams from the 
American Bar Association and 

Only if this message were 
freeze-framed, then enlarged to 
the size of a pool table, would it 
even begin to be legible.

The perpetrators of this horse 
manure are following the law, 
of course. Consumer protection 
regulations require that John and 
Jane Doe be “informed” (insert 
laugh here) and “warned” (more 
laughing) this way.

Trouble is, there’s not one 
consumer in 500,000 who 
comprehends what “cghswmtxo-
tisnquhtbslth!” means. And every 
politician, bureaucrat and govern-
ment official knows it.

The Devil & The Details 
Work Hand-in-Hand

“Of all the tyrannies, 
a  tyranny sincerely 
expressed for the good 
of its victims may be 
the most oppressive. 
It may be better to live 
under robber barons 
than under omnipotent
ideological busybodies.” 
—C.S. Lewis

American Medical Association to 
navigate it.

Which of these situations 
is useful for John and Jane 
Doe? Neither. Both are pure 
gobbledygook.

But, by golly, they sure deliver 
the details!

Sam Venable is an author, co-
medic entertainer, and humor 
columnist for the Knoxville (TN) 
News Sentinel. His latest book is 
“The Joke’s on YOU! (All I Did 
Was Clean Out My Files).” He 
may be reached at sam.venable@
outlook.com.

mailto:sam.venable%40outlook.com.?subject=Slippery%20Rock%20Story
mailto:sam.venable%40outlook.com.?subject=Slippery%20Rock%20Story
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 Specifically designed for safety

	Every product is  
 individually tested and 
 approved before shipping

	USA Manufacturer 
 Complies with ANSI standards	

Visit WPG.com or call 800.548.7341 
for more information on WPG’s  

stone-handling products. 

WOOD’S POWR-GRIP®  
VACUUM LIFTERS & HAND CUPS

Hoe This, 
Facebook

Moderating a Facebook gar-
dening group in western 

New York is not without chal-
lenges. There are complaints of 
woolly bugs, inclement weather 
and the novice members who 
insist on using dish detergent on 
their plants.

And then there’s the word 
“hoe.”

Facebook’s algorithms some-
times flag this particular word 
as “violating community stan-
dards,” apparently referring to a 
different word, one without an 
“e” at the end that is nonethe-
less often misspelled as the gar-
den tool.

Normally, Facebook’s auto-
mated systems will flag posts 
with offending material and de-
lete them. But if a group’s mem-
bers — or worse, administrators 
— violate the rules too many 
times, the entire group can get 
shut down.

Elizabeth Licata, one of the 
group’s moderators, was wor-
ried about this. After all, the 
group, WNY Gardeners, has 
more than 7,500 members who 
use it to get gardening tips and 
advice. It’s been especially pop-
ular during the pandemic when 
many homebound people took 
up gardening for the first time.

A hoe by any other name 
could be a rake, a harrow or 
a rototill. But Licata was not 
about to ban the word from the 
group, or try to delete each in-
stance. When a group member 
commented “Push pull hoe!” 
on a post asking for “your most 
loved & indispensable weeding 
tool,” Facebook sent a notifi-
cation that said “We reviewed 
this comment and found it goes 
against our standards for harass-
ment and bullying.”

Facebook uses both human 
moderators and artificial intelli-
gence to root out material that 
goes against its rules. In this 
case, a human likely would have 
known that a hoe in a gardening 
group is likely not an instance 
of harassment or bullying. But 
AI is not always good at context 
and the nuances of language.

It also misses a lot — users 

often complain that they report 
violent or abusive language and 
Facebook rules that it’s not in 
violation of its community stan-
dards. Misinformation on vac-
cines and elections has been a 
long-running and well-docu-
mented problem for the social 
media company. On the flip 
side are groups like Licata’s that 
get caught up in overly zealous 
algorithms.

“And so I contacted Facebook, 
which was useless. How do you 
do that?” she said. “You know, I 
said this is a gardening group, a 
hoe is gardening tool.”

Licata said she never heard 
from a person and Facebook, 
and found navigating the social 
network’s system of surveys 
and ways to try to set the record 
straight was futile.

Contacted by The Associated 
Press, a Facebook representa-
tive said in an email that the 
company found the group and 
corrected the mistaken enforce-
ments. It also put an extra check 
in place, meaning that some-
one — an actual person — will 
check offending posts before 
the group is considered for de-
letion. The company would not 
say if other gardening groups 
had similar problems. (In 
January, Facebook mistakenly 
flagged the U.K. landmark of 
Plymouth Hoe as offensive, then 
apologized, according to The 
Guardian.)

“We have plans to build out 
better customer support for our 
products and to provide the pub-
lic with even more information 
about our policies and how we 
enforce them,” Facebook said 
in a statement in response to 
Licata’s complaints.

Then, something else came up. 
Licata received a notification 
that Facebook automatically 
disabled commenting on a post 
because of “possible violence, 
incitement, or hate in multiple 
comments.”

The offending comments in-
cluded “Kill them all. Drown 
them in soapy water,” and 
“Japanese beetles are jerks.”

Tenax USA has introduced 
a new product that can 
be sold to fabricators for 

their personal use, and can also be 
resold by a shop to walk-in cus-
tomers, or used as a promotional 
give away to homeowners after 
their install.

The Ager Pen, which contains 
the famous Ager Darkener for-
mula, is perfect for touch ups, hid-
ing scratches, and more. The pen 
works on scratches the same way 
Ager works, in a convenient, us-
er-friendly applicator. It will not 
remove the scratch but disguise or 
hide it, to make the scratch blend 
in and be less noticeable. 

 
Installers and restoration pros 

who use SKM pens will be famil-
iar with the pen and packaging. 
Tenax has contracted an exclusive 
filling and packaging agreement 
with SKM. According to Brian 
Gambrell of Tenax USA, “SKM 
does an outstanding job in their 
pens, and we couldn’t think of a 
better partner than SKM to create 
this product with us.”

Tenax Announces New Ager Pen
Designed for Easy Countertop Touchups

Based on testing and feedback, 
Gambrell predicts the Ager pen 
will be a popular product both for 
installers and home owners.

The Ager Pen is available 
through Tenax distributors in a 
box of 6 pens. Each box includes 
a display pack which is perfect for 
counter placement in a showroom. 

BBIndustriesllc.com is an au-
thorized Tenax Distributor. Visit 
www.TenaxUSA.com for more 
information on their range of 
products.

The new Ager pen contains Ager 
Darkener and features an easy-to-

use applicator tip.

http://BBIndustriesllc.com
http://www.TenaxUSA.com
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Stone Restoration and 
Maintenance Corner

Bob Murrell 
M3 Technologies
Photos by Bob Murrell

A restoration contrac-
tor was working on 
a French limestone 

floor strip and polish (one 
of two halls on either side 
of a dining room and front 
grand hall). Both halls had 
windows on one side and 
the dining room on the other 
(in between the two paral-
lel halls). The sun came up 
in the morning and shone 
directly into the south hall 
on the stone floor. Now, 
you might think that the 
sunlight coming in was 
helpful when evaluating the 
floor. However, this direct 
sunlight actually made it 
very hard to see certain 
aspects of the progress on 

conditions, they were acci-
dentally overlooked. We’re 
all only human... 

To set the stage, the south 
hall was stripped early one 
morning and the north hall 
was stripped later that after-
noon. The south hall looked 
like it was thoroughly 
stripped and no more atten-
tion was paid to it that day. 
So assuming (and we all 
know what assume stands 
for!) that the south hall was 
properly stripped and was 
ready to polish, the remain-
der of the day was spent 
stripping the north hall and 
then polishing it.

There were stubborn low 
spots and corners in both 
halls, but on the north side 
they were easier to see as 
the lighting was more con-
sistent and much less bright, 
especially in the first part of 
the day. Naturally, as luck 
would have it, they polished 
the south hall the following 
morning and all appeared 
good. Therefore they con-
tinued polishing around to 

the floor. Areas where the 
applied topical coating still 
remained (like low spots) 
were actually hard to see.

So, even after the strip-
ping with natural pads and 
commercial stripper, then 
polishing with Majestic 5X 
Gold was completed, these 
low areas were missed. 
Normally, most restoration 
professionals are good at 
seeing and rectifying missed 
or problem spots, but due 
to the existing lighting 

Once the lighting had changed, the contractors were able 
to clearly see areas that had been missed, like the floor 
by this rounded corner.

the front entrance and grand 
foyer.

As the front entrance 
foyer and north halls were 
finished up, all appearances 
were that the floor was 
looking very nice. Thinking 
that the floor was basically 
finished, equipment was 
cleaned and wrapped up as 
well as tooling and prod-
ucts. This was probably 
around 5:30 p.m. , and of 
course, the homeowner was 
the one who came in and 
noticed that there were still 
low spots of product — and 
something else even more 
disturbing. There were etch 
marks where someone had 
dripped something acidic 
down the middle of the 
south hall, and some cor-
ners still showed product, 
and a lack of even polish. 

How could these have been 
missed? These etches and 
unfinished corners were 
very noticeable in the later 
part of the day, when the 
sun was no longer shinning 
directly on the south hall 
floor. However, later in the 
day when the direct light 
was gone, say after 5 p.m., 
every flaw in the floor was 
like it was lit up with a 
black light.

Bottom line is, they had 
to go back and address each 
etch, low spot, and corner, 
one at a time. When pos-
sible, and to help reduce 
surrounding area re-con-
tamination, diamond hand 
pads were used for hon-
ing. A hand tool would’ve 
slung stuff everywhere, 
and the Tape & Drape had 
already been removed. To 

re-tape everything would 
take many much needed 
hours, which could be 
much better spent towards 
the resolution. Some of the 
problem areas were low and 
still contained some of the 
sealer too, and were there-
fore chemically stripped 
first, before honing and pol-
ishing took place. 

Another, similar project 
involved an antiqued trav-
ertine, which had had a 
Mop & Glow product ap-
plied. The same lighting 
issues were present. This 
floor was more forgiving, 
and at least the coating had 
somewhat protected the 
floor from any severe etch-
ing, and was fairly easily 
removed. 

Make Sure Your Work 
Stands Up to the Light

Please turn to page 24

This is the south hall after the coating was stripped. Looks pretty good, doesn’t it? How-
ever, there are etches and low spots (still with some coating) down the middle of the hall 
which are not evident under these lighting conditions.
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Cleveland Quarries: Bringing the Art 
of Stone Carving Into the 21st Century

IT is not every day that sand-
stone makes national news. 

But when Cleveland’s baseball 
team changed its name to the 
Cleveland Guardians, the name 
prompted an outpouring of curios-
ity. What, exactly, are Cleveland’s 
guardians?

As many have since learned, 
the team’s new name refers to 
the Guardians of Transportation, 
which are eight massive stat-
ues that grace a bridge across the 
Cuyahoga River. The art-deco 
figures were completed in 1932, 
and they symbolize the spirit of 
progress in transportation.

The vicinity around Berea, 
Ohio, is known as “the Sandstone 
Center of the World,” and the 
guardian statues are but one of 
many examples of exquisite carv-
ings made from Berea sandstone. 

The Berea sandstone is fa-
mous for good reason; it’s a dura-
ble stone with few irregularities. 
It can yield large blocks with an 
even grain and consistent color-
ing, and it can be carved, sawn, 
or chiseled to suit nearly any 
taste. The sandstone straddles the 
all-important line of being hard 
enough to withstand the elements, 
yet soft enough to be workable. 

Though the stone was first used 
to make grindstones, its abili-
ties as building stone became 
readily apparent, and northern 
Ohio became a hotbed for quar-
ries, stretching westward from 
Berea into Elyria and Amherst. 
Beginning in the mid-1800s, holes 
were sunk into the ground and be-
came ever larger and deeper, as 
the extracted blocks found their 
way onto churches, courthouses, 
banks, and monuments, and the 

reach of the stone extended past 
Ohio and into Chicago, New 
York City, Canada, and beyond.

During the heyday of Berea 
quarrying, it was one of the larg-
est industries in the state, and the 
Buckeye quarry reached a depth 
of 240 feet, said to be the deep-
est quarry of the time. The May, 
1887 edition of The Manufacturer 
and Builder heralded the stone 
and, saying “the production and 
sale of this valuable material 

Karin Kirk 
usenaturalstone.com
Diagrams ® Karin Kirk.
Photos Supplied Courtesy 
Cleveland Quarries Company

Please turn to page 23

employ a small army of men.” 
Dozens of quarries and mills op-
erated throughout the region. 
Eventually the smaller operations 
were bought up by larger ones, 
until two large companies had 

amassed most of the quarries. The 
Cleveland Stone Company was 
formed in 1886, and rival Ohio 
Quarries formed in 1903. In 1929, 
the Cleveland Stone Company 
bought out the Ohio Quarries, 
launching the Cleveland Quarries 
Company, which continues on 
today.

Though there are many fewer 
active quarries in the region, the 
tradition of quarrying and stone 
masonry has never stopped. The 
Cleveland Quarries is keenly 
aware of its deep history, but it’s 
also embracing innovation. The 
techniques, customers, and ap-
plications have all changed over 
the nearly 200-year history of the 
Berea sandstone. But the stone it-
self remains as dependable and 
useful as ever.

An Evolving Business Model
Dave Dunn, the Director of 

Sales at Cleveland Quarries, de-
scribes why Berea sandstone has 
remained desirable for so long. 
“It has a very tight matrix binding 
the minerals. It is very predict-
able. And, at the same time, it’s 
workable enough to make it easy 
to carve, yet hold fine details. 

Quarry Number 4 in 
its heyday, and now. 

Eight towering Berea sandstone Guardians of Transportation 
keep vigilant watch on Cleveland’s Hope Memorial Bridge. 
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Cleveland
Quarries

Continued from page 22 

Dunn describes the balance be-
tween using computer power and 
skilled hand labor: “It’s a finely 
choreographed dance of how 
much work is done on the CNCs 
and how much is done by our 
hand carvers,” he says.

“These hand carvers are fully 
capable of taking a square piece 
of stone and turning it into a very 
organic carving,” says Dunn. 
“But it’s not always the best use 
of their time to bulk out and re-
move material when the saws 
could do that overnight.” 

Dunn explains that the CNCs 
are best used to “bulk out” blocks 
of stone, beginning with a rough 
block and shaping it partway into 
the finished piece. Then the piece 
is passed to the artists. 

“There is a lot to be said for 
having work done by hand and 
just that artistic touch on some 
things, you can’t replace with a 
machine,” Carpenter says.

Carving Out a Niche
Cleveland Quarries went high-

tech in 2013, when they purchased 
their first 5-axis CNC machine to 
carve stone. CNC stands for com-
puter numerical control, and it’s 
an automated cutting tool that fol-
lows a programmed pattern while 
carving and shaping every side of 
the stone. A 5-axis machine costs 
about as much as a single-fam-
ily home in the Vermilion area, 
and since 2013 the company has 
since added two more 5-axis ma-
chines. The combination of a re-
liable stone, skilled craftspeople, 
and computer power have made 
Cleveland Quarries a leader in 
a niche market. Carpenter ex-
presses a sense of satisfaction: 
“We’ve taken on jobs that we 
simply never could have taken on 
before.” 

The use of computerized tools 
has changed the flow of produc-
tion. “Those machines run in the 
evenings when we’re not there,” 
says Carpenter, “so a lot of that 
work can be done by a single op-
erator along with some labor to 
load up saws.” Carpenter explains 
that programming and operating 
the machines are high skill jobs, 
but “they’re less labor intensive 
than when we needed to do it all 
by hand.”

But hand-carving remains an 
essential part of the process. “We 
have several hand carvers and a 
couple artists here as well,” says 
Carpenter.

And then, you combine that with 
the inherent strength and proper-
ties of the stone itself. It’s very 
desirable. Carvers like working 
with it.”

In one sense, Cleveland 
Quarries continues to do what it 
always has: quarry stone for use 
in paving, slabbing, and dimen-
sion stone. But Dunn explains 
that the company has “evolved 
quite drastically” in recent years. 
The combination of high-end res-
idential clients and a focus on cut-
ting-edge methods has ushered in 
a new chapter in the company’s 
long history.

Zach Carpenter, company 
President, reflects on the transi-
tion over the past decade. “We 
focused at the beginning on the 
very simple projects. We didn’t 
have the capacity to do a lot of 
the things we do now. And every 
year, we’ve added more to our ca-
pacity.” Carpenter points out that 
the company hasn’t abandoned its 
original focus. “We still do what 
we’ve always done — but we’re 
really pushing on the more com-
plex because of the level of ex-
pertise we’ve gained.”

“We will always promote our 
stone,” says Carpenter, “but we 
also are really starting to promote 
our capabilities.”

Dunn adds, “and that’s what our 
clientele want. They don’t want 
something done by a machine be-
cause anybody can buy that. They 
want something unique.” 

A ‘High Skill Set’
High-end work rests on the 

shoulders of a high-end work-
force. Cleveland Quarries em-
ploys seven carvers, who have “a 
very high skill set” says Dunn. 

“Our lead carver, I think he’s 
got at least 25 years of doing 
this,” says Carpenter, adding that 
old-world skills are passed on 
within the company. “It happens 
somewhat naturally, believe it or 
not. It’s not a structured program. 
It’s sort of a natural process,” he 
says.

On the computerized side 
of things, Carpenter explains, 
“you could go to school to be a 
CNC programmer, but the ma-
chines in the stone industry are 
unique to the stone industry,” he 
says. “Stone is a totally different 
animal.” 

The bottom line is that the skills 
of the trade are honed on the job, 
and a lot of education and training 
happens within the company.

“It’s not just about program-
ming saws, but how do you han-
dle it, how does it work, what 
does it look like, do you cut with 
the grain or against the grain – 
there’s a lot of intricacies,” says 
Carpenter. “This isn’t something 
you can go to school for.” 

The Cleveland craftsmen are masters at carving replacements for worn stone.
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Continued from page 20

Continued from page 15

Stone Restoration and 
Maintenance Corner

It did, however, have a very 
plastic-like and unnatural ap-
pearance, and some of the spe-
cific issues with the floor became 
more evident as the skies clouded 
up before a rain. The pattern of 
many windows and bright sun-
light seems to disguise some of 
these issues. So once again, as the 
direct sunlight faded, it was eas-
ier to see the issues with the floor. 

The floor was stripped using a 
commercial stripper and a fine 
grit (about 500g) abrasive, high-
low brush. Once stripped, both 
the stone and the grout were 
cleaned with Majestic Deep 
Cleaner Degreaser. This worked 
very well for the unfilled an-
tiqued travertine in this instal-
lation. A hand-held wire grout 
brush was also used for stubborn 
areas of the grout. As a side note, 
I most always recommend using a 
natural pad for stripping on mar-
ble and similar stones, as a black 
pad, which can be fairly aggres-
sive, could further degrade the 
surface and require some deeper 
honing to reverse. If the floor 
must be honed anyway, then a 

black pad would be faster at coat-
ings removal. This should all be 
determined by a test area prior to 
general application.

Once the coating had been ef-
fectively removed, the floor was 
then high-honed with a 12,000 
grit diamond impregnated pad. 
This dip did a fantastic job of 
restoring a nice luster to the an-
tiqued travertine. The level of 
shine was actually close to that of 
the previous coating, which was 
the effect the customer wanted. 

In any case, the contractor and 
homeowner agreed that they 
would return to the Mop & Glow 
type product as this would give 
better protection from acidic 
spills than just an impregnator 
by itself. It actually looked pretty 
good. This is one of the few times 
that I would even consider a top-
ical product, but because this was 
a kitchen and the restorative pro-
cedure worked very well, the con-
tractor saw the value in it. 

To sum up, if you think that 
more sunlight is better, this may 
not always be the case. Take care 
that you can see the surface with 
other than direct sunlight, when 

many of the flaws may be more 
noticeable.

As always, I recommend sub-
mitting a test area to confirm both 
the results and the procedure prior 
to starting a stone or hard surface 
restoration or maintenance proj-
ect. Also the best way to help en-
sure success is by partnering with 
a good distributor, like BBI, that 
knows the business. They can 
help with technical support, prod-
uct purchase decisions, logis-
tics, and other pertinent project 
information.

Enjoy being with your family 
and living life to the fullest!

Bob Murrell has worked in the 
natural stone industry for over 40 
years and is well known for his ex-
pertise in natural stone, tile and 
decorative concrete restoration 
and maintenance. He helped de-
velop some of the main products 
and processes which revolution-
ized the industry, and is currently 
the Director of Operations for M3 
Technologies.

 

This area of antiqued travertine has been stripped of 
the coating and cleaned.

I’m Tired, You’re Tired,
We’re ALL Tired

 My wake-up alarms are set to 
music, also. I listen to music in 
the car, getting my nails done, or 
shopping in a store. (To whom-
ever created earbuds – I thank 
you.) Music can enhance or com-
pletely change your mood and it 
can drown out the negativity we 
hear all around us. Whatever you 
like: pop, rock, folk, classical, et-
cetera, start listening to it and see 
how it can make you feel better.

Another good coping skill is 
to talk. (I know, I know, some 
of you big, strong guys and gals 
don’t like to talk about your feel-
ings.) Stress is a funny thing. You 
can hold it in for only so long be-
fore the dam bursts and you won’t 
be able to control who or what is 
in its path. You don’t have to talk 
to a professional. Call your mom, 
invite your brother for a drink, 
ask your minister for an appoint-
ment, seek out your BFF, your 
neighbor or anyone else that will 
let you get the words out. Say it 
out loud, in your own voice, in 
your own way. Acknowledge it 
and own it. Believe it or not, you 
will feel better.

Finally, filter out what isn’t 
good for you. Is someone on your 
Facebook page ranting constantly 
about this or that? Block them 
for 30 days. Take a break from 
the negativity. Is the news seem-
ingly all bad? Turn it off. There 
is no law that says you must 
watch the news. Is your BFF con-
stantly complaining about this or 
that? Cut them off and tell them 
nicely that you don’t want to hear 
it AGAIN! (I did say nicely.) 
Obviously, you can’t lock out 
all the bad stuff, but you can cut 
down on how much you absorb. 
Negativity is a mood killer. Don’t 
let it kill yours.

Coping skills aren’t one size fits 
all. Not every one works for ev-
erybody. It’s trial and error. You 
may even come up with some-
thing not mentioned here that 
works great for you. You need to 

decide what works best for you 
and proceed accordingly. It’s en-
tirely possible that there is a hap-
pier, more focused you under all 
that stress.

Please send your thoughts on 
this article to Sharon Koehler at   
SharonK.SRG@gmail.com.

“Let me assert my 
firm belief that the 
only thing we have 

to fear is fear itself — name-
less, unreasoning, unjusti-
fied terror which paralyzes 
needed efforts to convert 

retreat into advance.” 

Franklin Delano Roosevelt
—  1933  Inaugural Address 

The same area of cleaned travertine after 12,000 
grit diamond impregnated pad was applied.

mailto:SharonK.SRG%40gmail.com?subject=Slippery%20Rock%20Article
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Cleveland
Quarries

Continued from page 23 

Carrying on a  
175-Year-Old Legacy

Cleveland Quarries operates 
the only fully functioning quarry 
in the Berea sandstone; thus the 
company has inherited the legacy 
of all the buildings made from the 
stone. 

“There are federal buildings 
and courthouses and cathedrals 
all over the country built out of 
this stone,” Dunn says. Because 
of that, there’s a steady flow of 
projects to repair, restore, or ex-
pand historical buildings.

The Michigan state capitol is 
one such project, completed in 
1879 and clad “entirely out of our 
sandstone,” says Dunn. Some of 
the original hand carved elements 
of the building’s stonework were 
replaced with newly carved ver-
sions in 2015, and a new visitor 
center will be built with the same 
stone that was used on the build-
ing in 142 years ago. 

The list goes on: “We’re do-
ing a city park project down 
in the southern tip of Florida,” 
says Dunn. “We’ve got a cou-
ple restoration projects going 
on in the New York area. We’re 
doing some work out on Long 
Island– private residential proj-
ects. We’ve got a very large-scale 
project taking shape in Wyoming. 
We’re continuously doing work 
on the Canadian parliamentary 
complex in Ottawa.” 

The scope of projects shows 
both the historical importance and 
the modern utility of Cleveland 
Quarries’ stone.

“That’ll give you a sense of how 
far spread out we are,” says Dunn. 
“The farther outside of Cleveland 
we get, the more unique things 
typically become.” 

A Geologic Mystery
The Berea sandstone is a famil-

iar stone amongst masons and ar-
chitects, but to this day it remains 
a bit of an enigma in the geolog-
ical community. The age of the 
rock has been hotly debated by 
geologists over the past 30 years. 
Depending on exactly who you 
ask, the Berea Sandstone is from 
either the late Devonian Period, 
or the early Mississippian Period. 
The dividing line between those 
two epochs of geologic time was 
359 million years ago. 

The problem stems from the 
fact that there are few fossils in 
the sandstone, and fossils are 
what’s commonly used to estab-
lish the age of sedimentary rocks. 
In the absence of fossil evidence, 
geologists are left with more sub-
tle clues about the age, such as 
how the rock relates to the lay-
ers above and below it. The Berea 
sandstone spans several states 
and at present, the geological sur-
veys in different states have as-
signed slightly different ages to 
the stone.

It’s always gratifying to watch 
the march of science as fuzzy 
questions become increasingly 
clear with better techniques and 
new analysis. But for now, we’ll 
have to be content to call the age 
of the Berea sandstone as some-
where around 360 million years 
ago, give or take a few million 
years. 

Left: Two iconic private 
residences showcase the 
different faces of this versa-
tile limestone: Birmingham 
Buff dimensional sandstone 
and flagstone walkway, and 
Birmingham Buff veneer 
and cut stone façade.

Below: Birmingham Buff 
polished and relief carved 
chimney.

Rewinding back to that part of 
geologic time, rivers were cut-
ting deep channels down into 
the shale layers that sit below 
the Berea. Over time, the chan-
nels were filled with fresh sand 
that was carried in by the rivers. 
Sediments from river deltas piled 
more sand on top of the chan-
nels, creating a more or less level 
plain. Then sea level began to 
rise, washing in marine sand, like 
you’d find in a shallow beach. 
Each of these three phases laid 
down slightly different layers of 
sand, and by studying the patterns 
and ripples in the sediment, geol-
ogists can tell if the sand was left 
by a river, a delta, or an ocean. 

Eons after the sand grains came 
to rest in a watery current, a ma-
son’s chisel methodically, ex-
pertly, uncovers them. With the 
swipe of a blade, daylight spills 
across the sand, once again. 

Karin Kirk is a geologist and 
science educator with over 20 
years of experience and brings a 
different perspective to the stone 
industry. Karin is a regular con-
tributor to usenaturalstone.com 
and the Slippery Rock Gazette. 
Contact her at karinkirk@gmail.
com .

Note:  This article is part of a 
series about American quarries. 
If you work for a quarry that’s 
a member of the Natural Stone 
Institute and you’d like your 
quarry to be featured here,  con-
tact Karin Kirk. Thank you!

http://usenaturalstone.com
mailto:karinkirk%40gmail.com?subject=American%20Quarry%20Series
mailto:karinkirk%40gmail.com?subject=American%20Quarry%20Series
mailto:karinkirk@gmail.com
mailto:karinkirk@gmail.com
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The Slippery Rock Marketplace

www.wehausa.com
info@wehausa.com

1-877-315-4761

We produce durable, easy-to-use stone 
processing and handling equipment that 
will help the stone fabricator increase 

production while decreasing costs.
www.rye-corp.com

MADE IN THE USA FAB KING • HUSKY • PRISM MITER  
RENEGADE • RYDRATOR • TILT-A-SLAB

Fast. Flexible. Financing.
Ascentium.Info/Rock2021

Financing dependent on credit parameters. 
Loans made or arranged pursuant to a California Financing Law license.

Financing dependent on credit parameters.
Loans made or arranged pursuant to a 
California Financing Law license.

www.NoLiftSystem.com
503.212.4034

Sales@NoLiftSystem.com

Visit our website for pricing
and more information

#NoLiftSystem

See the No Lift System 
in action on YouTube!

See the No Lift System 
in action on YouTube!

LOWER INSTALL COSTS

INCREASE PRODUCTIVITY

REDUCE INJURIES

www.sinkits.com     (417) 374-7373     info@sinkits.com

Patented Undermount Sink Clips
FAST. SIMPLE. SECURE.

STRONGER. SAFER. SMARTER.

ECONOMY TRANSPORT CART
ETC-8448

WWW.GROVES.COM    SALES@GROVES.COM    800.991.2120

The unmatched 
quality and durability 
of Makita products 
have earned the 
trust of professional 
users worldwide. www.makitatools.com

Makita 9565CV SJS
5” Industrial VS Grinder

Omni_SRG_AT2_Marketplace_AD_v2_120820

ALWAYS AMERICAN.

omnicubed.com (530) 748-3120

ENGINEERED. MACHINED. ASSEMBLED.

TRENCH DRAINS • PITS • RAMPS • BRIDGE SAW WALLS 
FLOORS • JIB CRANE FOOTINGS •MACHINE FOUNDATIONS

CALL 877.999.1175 or 404.543.0446
ROCKCRETEUSA.COM SALES@ROCKCRETEUSA.COM

https://fabricatorscoach.com/

https://fabricatorscoach.com/

It starts with 
a free 
assessment...

Ed@FabricatorsCoach.com   864-328-6231 
www.FabricatorsCoach.com

“Every fab shop owner deserves 
to have a business that makes 
you money and also allows you 
time to enjoy it...”

GET YOUR ASSESSMENT

Vi
BBIndustriesLLC.com    800-575-4401

There’s a new Viper in town

Crime Historian Searches for 
Traces of “D.B.” Cooper

The FBI Seattle field 
office called the investi-
gation one of the longest 
and most exhaustive in the 
agency’s history.

On Nov. 24, 1971, the 
night before Thanksgiving, 
a man described as be-
ing in his mid-40s with 
dark sunglasses and an ol-
ive complexion boarded 
a flight from Portland, 
Oregon, to Seattle-Tacoma 
International Airport. He 
bought his $20 ticket under 
the name “Dan Cooper,” 
but an early wire-service 
report misidentified him 
as “D.B. Cooper,” and the 
name stuck.

Sitting in the rear of the 
plane, he handed a note 
to a flight attendant after 
takeoff. “Miss, I have a 
bomb and would like you 
to sit by me,” it said.

The man demanded 
$200,000 in cash plus four 
parachutes. He received 
them at Sea-Tac, where he 
released the 36 passengers 

and two of the flight at-
tendants. The plane took 
off again at his direction, 
heading slowly to Reno, 
Nevada, at the low height 
of 10,000 feet. Somewhere, 
apparently over southwest-
ern Washington, Cooper 
lowered the aircraft’s rear 
stairs and jumped.

He was never found. 
But a boy digging on a 
Columbia River beach in 
1980 discovered three bun-
dles of weathered $20 bills 
— nearly $6,000 in all. It 
was Cooper’s cash, accord-
ing to the serial numbers.

Over the years, the FBI 
and amateur sleuths have 
examined innumerable 
theories about Cooper’s 
identity and fate, from ac-
counts of unexplained 
wealth to purported dis-
coveries of his parachute 
to potential matches of the 
agency’s composite sketch 
of the suspect.

In July 2016, the FBI an-
nounced it was no longer 
investigating the case.

Continued from page 10 

Don’t Try 
This at Home

A Florida man told 
police officers he 

was “teaching it a lesson” 
when he tried to throw a 
live alligator he had sto-
len from a miniature golf 
course onto the roof of a 
beachside cocktail lounge, 
authorities said.

The 32-year-old man 
was arrested early one 
Thursday when Daytona 
Beach Shores police offi-
cers spotted him attempt-
ing to throw the gator 
onto the roof of a cock-
tail lounge located just off 
Highway A1A, according 
to a police report.

The officers then saw 
the man take the alligator 
by its tail, hit it against the 
awning of the building, 
throw it to the ground and 

stomp on it twice, the re-
port said.

The man from 
Homestead, Florida was 
taken into custody and 
charged with possession 
and injury of an alligator, 
unarmed burglary of an 
occupied dwelling, theft 
and criminal mischief.

The man told officers 
that he had stolen the ga-
tor from an enclosure at 
a nearby miniature golf 
course on a whim.

An online court docket 
showed no attorney for 
the man, who remained in 
jail that Friday morning…
hopefully, sobering up.
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The Slippery Rock Classifieds

Visit www.stoneforensics.com

Become a Stone & Tile Inspector
Stone Forensics is now offering its 

popular Stone Inspection Seminar as 
an affordable, self guided PowerPoint 
presentation. 

Take Dr Fred’s Stone and Tile In-
spection course and learn how to 
take your skills to the next level as 
a certified stone inspector. Evaluate 
installations, understand crack prop-
agation, troubleshoot failures, learn 
problem solving for stain removal, 
efflorescence, lippage, and more.

• Learn physical and chemical  
 testing, troubleshoot problems
• Earn Up to $300 per hour
• Includes class manual & three 
 technical calls to Dr. Fred

Visit www.stoneforensics.com

Troubleshooting 
pitting and spalling, 
moisture and rust 
damage will be 
covered in Dr. Fred’s 
4-day, in-depth 
class.

For Sale

Steinex Igloo Stone Splitter w/Sherpa. 
Stone splitter w/sherpa. 215 hours $125k 
for both. Contact: Paul Holloway, 775-
246-0105, accounting@nemasonry.net .

___________

2008 Express 3200 Bridge Saw
Condition is used, programmable saw 
for cutting granite, quartz and mar-
ble, table tilts and rotates. Will do mi-
ter cuts. Can email photos and videos. 
Machine is up and running and avail-
able for inspection. $18,000.00 or best 

offer. Email bharris4129@gmail.com
___________

Help Wanted

Lead Installer. Paramount Granite and 
Marble in Valdosta, Georgia is cur-
rently looking to hire Experienced 
Stone Countertop Installation Crew 
Leader. Minimum 5 years of Stone 
Countertop Installation experience 
required. This position offers com-
petitive pay, a comprehensive ben-
efits package, relocation assistance 
offered to the right qualified candi-
date. Contact: Tony Garcia, (229) 244-
4992. Please send resume to jobs@
paramountgranitemarble.com. Do not 
reply if you do not meet our prerequi-
site for employment.

___________

Installer and Fabricator Wanted. 
The overall responsibility of the 
installer includes overseeing and coor-
dinating the installation of the stone 
to meet the customer’s satisfaction. 
Contact Italian Marble and Granite,
Email: khora@italianmarbleinc.com
Phone: 716-741-1800.

___________

Ads not meeting guidelines will not 
be published. 
•To submit a print or online classified 
ad, use the online form at www.
slipperyrockgazette.net/listingform – 
you will be sent a confirmation email. 
Send other ad inquiries to publisher@
slipperyrockgazette.net.

•Maximum of 70 words or less per ad. 
All classified ads must be typed–No ads 
taken over the phone–No exceptions. 

•Please review all your ad info before 
submitting – The Slippery Rock is not 
responsible for ads submitted with the 
wrong contact info or content.

2021-2022 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

November 2021 Friday, September 24, 2021

December 2021 Friday, October 22, 2021

January 2022 Monday, November 29, 2021

WANTED
Benetti belt 

saw for use in 
quarry, with or 
without tracks, 

running or 
not running.

Contact Mike Solari
Phone: 802 770 2994
mike@vtverde.com

•132 TON SPLITTING FORCE 
*CHOICE OF CONVEYOR DIRECTION

•18.9” BLADE LENGTH
•17.72” SPLITTING HEIGHT
• 11 KW PUMP UPGRADE 
• 4.44” PER SECOND DESCENT  
• 4.98” PER SECOND RETRACT              
• REINFORCED 13.12’ LONG CONVEYOR w/ HIGH SIDEBOARDS
• 39.37” WIDE, 37.4” HIGH, 3.94” PER SECOND SPEEDS
• TESTED and PRESSURES SET PRIOR TO SHIPMENT
• $52,775.00 USD SPLITTER w/o CONVEYOR

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

IGLOO 480 X 450 120t
w/SHERPA T4R*  

$73,625.00 USD
While Supplies Last

EXW Whitehall, NY

Expanding stone fabrication business 
in the Virginia Beach area (Hampton 
Roads), looking for experienced 
Installers, Fabricators, and a Digital 
templater. Pay $20-$30 per hour, 
depending on experience. Potential 
promotion to Team Leader or Shop 
Manager. Email resume to: dsb@
stone4kitchen.com

 Installers, Fabricators & 
Digital Templater Wanted

Now Taking Applications

Want to find your inner Matt 
Damon and spend a year 

pretending you are isolated on 
Mars? NASA has a job for you.

To prepare for eventually send-
ing astronauts to Mars, NASA 
began taking applications for 
four people to live for a year 
in Mars Dune Alpha. That’s a 
1,700-square-foot Martian hab-
itat, created by a 3D-printer, 
and inside a building at Johnson 
Space Center in Houston.

The paid volunteers will work 
a simulated Martian exploration 
mission complete with space-
walks, limited communications 
back home, restricted food and 
resources and equipment failures.

NASA is planning three of 
these experiments with the first 
one starting in the fall next year. 
Food will all be ready-to-eat 
space food and at the moment 
there are no windows planned. 
Some plants will be grown, but 
not potatoes like in the movie 
The Martian. Damon played 
stranded astronaut Mark Watney, 

Past Russian efforts at a pre-
tend Mars mission called Mars 500 
didn’t end well partly because the 
people were too much like every-
day people, he said.

For the right person this could 
be great, said Hadfield, who spent 
five months in orbit in 2013 at the 
International Space Station, where 
he played guitar and sang a cover 
video of David Bowie’s “Space 
Oddity.”

who figured out how to survive 
by growing spuds in the poor 
Martian soil.

“We want to understand how 
humans perform in them,” said 
lead scientist Grace Douglas. 
“We are looking at Mars realistic 
situations.”

The application process opened 
early August and they’re not 
seeking just anybody. The re-
quirements are strict, including a 
master’s degree in a science, en-
gineering or math field, or pilot 
experience. Only American citi-
zens or permanent U.S. residents 
are eligible. Applicants have to 
be between 30 and 55, in good 
physical health with no dietary 
issues and not prone to motion 
sickness.

That shows NASA is looking 
for people who have physical 
traits sought after in astronauts, 
said former Canadian astronaut 
Chris Hadfield. And, he said, 
that’s a good thing because it is 
a better experiment if the partici-
pants are more similar to the peo-
ple who will really go to Mars. 

“Just think how much you’re 
going to be able to catch up on 
Netflix,” he said. “If they have 
a musical instrument there, you 
could go into there knowing 
nothing and come out a concert 
musician, if you want.”

There could be “incredible 
freedom” in a “year away from 
the demands of your normal 
life.”

Attitude is key, said Hadfield, 
who has a novel “The Apollo 
Murders” coming out in 
the fall. He said the partici-
pants need to be like Damon’s 
Watney character: “Super com-
petent, resourceful and not re-
lying on other people to feel 
comfortable.”

I see my face in a mirror and 
go, “I’m a Halloween costume? 
That’s what they think of me?”
—  Drew Carey

Call 321-514-6845

http://www.stoneforensics.com
mailto:accounting%40nemasonry.net?subject=Steinex%20Igloo%20Splitter
mailto:bharris4129%40gmail.com?subject=Express%203200%20Bridge%20Saw
mailto:jobs%40paramountgranitemarble.com?subject=Lead%20Installer%20Job
mailto:jobs%40paramountgranitemarble.com?subject=Lead%20Installer%20Job
mailto:khora%40italianmarbleinc.com?subject=Installer%20Wanted
http://www.skmproducts.com
mailto:mike%40vtverde.com?subject=Benetti%20Belt%20Saw%20Wanted
http://www.ApexEquipmentInternational.com
mailto:dsb%40stone4kitchen.com?subject=Position%20Open
mailto:dsb%40stone4kitchen.com?subject=Position%20Open
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Rockcrete USA: Helping 
Fabricators Go-With- 
the-Flow Since 2005
IT is no secret that cer-

tain areas within North 
America are experiencing water 
rationing and are falling short of 
their water requirements. A lack 
of rain and accelerated evapora-
tion due to elevated temperatures 
has created a sticky situation for 
every living thing in these re-
gions. It’s also no secret that as 
more and more fab shops turn to 
automation, the need for a clean 
source of water will continue to 
grow as a key element within the 
shop. Getting and maintaining a 
wet fabrication system will be a 
priority for savvy shop owners 
throughout this decade.          

   
Foreseeing this need as far back 

as 2005, Rockcrete USA be-
gan thinking outside the trench 
for better ways of getting slurry 
from point A (the machine) to 
point B (the recycler). Located 
in Norcross, Georgia, Rockcrete 
USA is a family-owned company 
whose span of service is nation-
wide, as well as Canada. They’ve 
succeeded in creating the high-
est standards of design as well as 
a full line of top-shelf products 
used to direct water from fab-
ricating processes. These prod-
ucts are part of the MEGAMAX® 
INSTA-POUR® system, and con-
sist of pre-engineered compo-
nents used for creating trenches 
with radiused bottoms and catch 
basins. MEGAMAX® INSTA-
POUR® components are available 
in various widths, depths, slopes 
and trench bottom configurations. 
Their smooth radiused bottoms 
make a tremendous difference 

Peter J. Marcucci 
Photos  Courtesy Rockcrete 
and Woodsman Kitchen & Bath

when it comes to sediment build 
up. They can also be quickly in-
stalled, so that shop down-time is 
as short as possible. Additionally, 
all work is performed using staff 
employees, not subcontractors, 
so the client is assured of consis-
tent quality performed in an expe-
ditious manner by folks who are 
trained in the installation of these 
products.

Creating Different 
Slopes for Different Folks
Case in point is Rockcrete’s 

latest installation at Woodsman 
Kitchen & Bath, a return customer 
located in Jacksonville, Florida. 
It’s a new shop in a new location. 
However, new or old, every in-
stallation comes with its own set 
of problems and opportunities, re-
called Rockcrete USA Operations 
Manager Hank Liebenberg. 

“Woodsman Kitchen & Bath 
started from the ground up. It 
was well planned and well laid 
out, and one of the biggest shops 
I’ve seen, so far. They designed 
the machine layout, and we came 
in after the fact. When they said, 
‘This is what we had in mind for 
trenches. Can you make it work?’

“In the end,” said Liebenberg, 
“We had to adapt the layout to 
create a feasible and functional 
layout, from an engineering 

standpoint. We made it work.”
According to Liebenberg, this 

process began in August of 2020, 
and was finalized into a contract 
by January 2021. Work then be-
gan in mid April 2021, he contin-
ued. “The problem was that it was 
a big building with 1,250 lineal 
feet of trenches, and the longer the 
trenches get at the same slope, the 
deeper they get by the time they 
reach the collection tank. And the 
deeper the trenches get below the 
foundation, or if the trench is right 
next to it, the higher the risk of un-
dermining the foundation, thereby 
creating a situation where the soil 
does not have the same weight 
bearing capacity that it had orig-
inally.” Liebenberg likened this to 
driving to the edge of a road, and 
the roadbed collapsing under the 
weight of the car.

“These trenches were indeed 
very long. Imagine, if you will, 
that one started at four inches deep 
on the high end, and ended up at 
thirty-six inches below floor level 
by the time it entered the collec-
tion tank. If you dig a trench right 

next to a column that holds up the 
building, the trench is now hold-
ing the column that holds up the 
building. So you need to stay far 
enough from the column, so you 
don’t undermine the foundation or 
the footings.” 

Life in the Trenches
Liebenberg also stated that 

Rockcrete trench corners were 
radiused and not squared, which 
also helps to keep water velocity 
at its peak, with little or no slurry 
buildup. Adding to the complexity 
of this installation was the fact that 
the foundation was built on top of 
good-ole Florida sugar sand that 
can erode pretty darn fast.

As for  getting the installation 
to the finish line, Rockcrete USA 
was allowed nine weeks, but they 
got-r-done in six weeks, explained 
Liebenberg. “They were under 
a real time constraint. There was 
limited access to the jobsite, as 
there were a lot of contractors. We 
had to finish our part quickly, so 
we could get out and the next crew 
could get in. We always try to op-
timize our installations by work-
ing nights and weekends. Our 
crews are very experienced with 
all and any situations during in-
stallations. Nobody knows what’s 
underground, such as bedrock or a 
high water table and surprises like 
that, but we can handle any situ-
ation. We’ve experienced a lot of 
issues, and have the ability to fix 
them.”

Another obstacle for the crew 
to work around was that the roof 
hadn’t been installed. Trust me, 
when I say that Florida summer 
temps and humidity, combined 
with afternoon rains that you can 
set your clock by, are no fun at 

all, but Liebenberg’s team perse-
vered. “Our crew would excavate 
trenches, and then at 4 o’clock 
we’d get a rain coming in, and ev-
erything we excavated would go 
back in the trench, because it was 
sand.”  

Because the crew had to avoid 
some of the footings, they con-
structed different slope per-
centages in different areas, and 
designed trench widths to allow 
for different volumes of water. 

“The longer the trench, the 
more water it’s going to pick up 
along the way; and the closer 
you get to the pit, the wider and 
deeper you need to go,” explained 
Liebenberg. 

“It’s just like any river. It starts 
with a stream, and then goes faster 
and wider towards the end. So on 
this job, the design and layout was 
tricky, but we got it done and they 
are very happy with how well it 
works.” 

In an update to the Slippery Rock 
Gazette, Woody Garner of North 
Coast Construction, General 
Contractor for the new fab shop 
build commented on Rockcrete’s 
involvement. “The whole project 
has now been successfully com-
pleted and Woodsman Kitchen 
& Bath moved into the site the 
first week of September. They in-
stalled their fabrication equipment 
in August in preparation for full 
operation with the move-in.

“The Rockcrete Custom Trench 
Drain System plays a very import-
ant part for the client’s wet fabri-
cation process. The custom system 
of over 1,200 linear feet of cast-in-
place reinforced concrete trenches 
were detailed precisely for the nu-
merous inverts.”

Please turn to page 29

“We have used Rockcrete 
three different times, twice 
on large projects in an ex-
isting building, and most re-
cently in our new building.  
The Rockcrete crew was ex-
ceptional, very involved with 
the installation, and able to 
work through any problems. 
We’re very happy with their 
work and I highly recommend 
them.”

— Randy Scott,  Woodsman 
Kitchen & Bath

Testing the water flow. Heavy-duty hot dip 
galvanized grates are used for Rockcrete 
trench drain system. 
Right: The excavation is complete and 
ready for the formwork to be built.

Trench with steel reinforcement tied into new shop floor with epoxy.
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“The Rockcrete shop 
drawings were easily under-
standable for the outstanding 
field crew to install without 
interruption,  which was ac-
tually completed ahead of 
schedule. Rockcrete pro-
vided excellent project man-
agement from early design 
throughout the entire instal-
lation. There was a minimal 
punch list to a complex op-
eration, which was com-
pleted in a timely manner, as 
well.”

“Our crews know how 
to handle any and all sit-
uations,” Liebenberg ex-
plained. “We’ve run into 
difficult situations in the 
past, anywhere from digging 
and having to add another 
concrete footing, to digging 
into a former dumpsite. We 
do coordinate well with our 

clients and our crews for the 
logistics part, but whatever 
the situation, our specialists 
know what to do. We nor-
mally send a crew of five 
to six guys to a jobsite, but 
on the Woodsman job we 
had 18 to 20 when we were 
pouring concrete. Pouring 
would begin at 4 a.m., and 
that means you’ve got to 
have an alert crew who 
know what they’re doing.” 

Staying Ahead 
of the Curve

“Our products work, 
and we know how to use 
them, and when it comes 
to trenches, this makes a 
big difference,” contin-
ued Liebenberg. “There is 
no learning curve for us. 
Think about it! If some-
one spends a lot of money 
on equipment and a shop, 

Continued from page 28

• Easy-to-use 

• Hide the “white” marks left 
on stone from scratches

• See results immediately

• Hides scratches in medium 
to dark  marble, granite, 
quartz

HELPS DISGUISE THE HELPS DISGUISE THE 
SCRATCHES!SCRATCHES!

The Ager Pen does not remove the The Ager Pen does not remove the 
scratch but makes it less noticeable.scratch but makes it less noticeable.

Sold in a 6 piece
display pack.

        

www.tenax4you.com

HIDES • SEALS • PROTECTSHIDES • SEALS • PROTECTS

The steel reinforcement ran the length of the 
 excavated trenches to add support to the drain system. 

From left  to right:  The formwork is complete and ready 
for the concrete pour. The Rockcrete crew executes a 
late night pour,  and clean-up begins the next day.

the last thing they want to 
do is install bad drainage 
that’s going to need clean-
ing often.  Yes, every trench 
needs cleaning, but if it’s 
done correctly, your man-
ual cleaning is minimized 
dramatically. Our trenches 
are more efficient than our 
competitors. As far as folks 
doing it themselves, they’ve 
got to do many, many jobs 
to get the experience that 
we have. It’s going to take 
them a lot longer, always 
costs them more, and they 

will not get the same end 
result that we can provide.

“It’s not as simple as just 
digging a trench. We have 
the right people, the right 
materials and the right 
equipment.” 

Rockcrete USA is cur-
rently finishing up one of 
two jobs for Cosentino 
where they built the ma-
chine foundations and 
trenches.

For more information, go 
to www.rockcreteusa.com .

“I arise in the morning torn between a 
desire to improve the world and a desire 
to enjoy the world. This makes it hard to 
plan the day.”  — E. B. White

http://www.rockcreteusa.com
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Automatic Dry DustAutomatic Dry Dust
Collection BoothsCollection Booths

Are you compliant with OSHA Crystalline Silica rules and guidelines?

Visit your preferred Weha distributor to purchase • more info at www.wehausa.com

ALSO AVAILABLE Wet Dust Collection Booth Water WallsWet Dust Collection Booth Water Walls
The Filter Project Wet Dust Collection Booth Water Wall Dust collector is 
an all aluminum, heavy duty, wet dust collector designed to trap 90% of 

dust from Granite, Marble, Engineered Stone, Quartz, Quartzite, and other 
airborne particles.

The Filter Project Water Dust Collection Booth comes with a 3 ft (1 meter) 
extension enclosure that provides additional dust control and great vacuum 
efficiency. 6 ft (2 meter) extension enclosures are available as options.
Filter Project Water Wall Dust Collector are available in 10 FT (3 meter) and 
13 FT (4 meter). 6.5 FT (2 meter) available by special order only.

*Noise levels: 60 dB - Normal Conversation; 70 dB - Toilet Flushing/Vacuum Cleaner; 80 dB - Heavy Traffic/Noisy Restaurant

DESCRIPTION SUCTION LENGTH TOTAL LENGTH WIDTH HEIGHT WEIGHT POWER 220
3 PHASE

ASPIRATION DUST
EFFECTIVENESS

NOISE LEVEL
DECIBELS

10 FT
3 METER 115” 128” 43” 96” 858 lbs 4 hp 9417 CFM 99.99% 67 dB*

13 FT
4 METER 155” 179” 43” 96” 1100 lbs 8 hp 18834 CFM 99.99% 67 dB*

• Traps 99.99% of airborne dust and particles
• Automatic self cleaning system
• Easy to dump dust collection drawers
• Easy ON/OFF buttons
• Easy to use control panel
• 13’ has dual motors / 10’ has 

single motor
• Comes with a 3 foot 

extension box for focused 
suction

• Comes fully assembled; just connect to power

Filter Project Dry Dust Collector Booths Filter Project Dry Dust Collector Booths 
are designed to traop 99.99% of dust from are designed to traop 99.99% of dust from 
granite, marble, engineered stone, quartz, granite, marble, engineered stone, quartz, 

quartzite, and other airborne particles.quartzite, and other airborne particles.
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Closer to the quarry’s North 
Carolina home at the Wright 
Brothers National Memorial in 
Kitty Hawk, the first brothers of 
flight are commemorated with a 
60 foot monument of Mount Airy 
granite, perched boldly atop 90 
foot Kill Devil Hill.

And here’s an interesting fact 
to share at your next gathering: 
the largest use of White Mount 
Airy granite is Chicago’s sleek 
and modernist Aon Center. In the 
late 1980s, this instantly recog-
nizable part of the famous Windy 
City skyline faced a problem: 
the Carrara marble panels on the 
83-story building were cracked 
and buckling and in need of re-
placement after only 15 years. 
In fact, the building hadn’t even 
completed construction when the 
first panel of marble cladding 
came crashing down to the street 
below. White Mount Airy gran-
ite was chosen as the replace-
ment stone because it can stand up 
to Windy City weather while re-
taining white, brilliant luster over 

Mount Airy

Continued from page 16

time. Today, the Aon Center is the 
third largest building in Chicago, 
and the world’s tallest granite 
clad building. 

And here’s an interesting fact 
to share at your next gathering: 
the largest use of White Mount 
Airy granite is Chicago’s sleek 
and modernist Aon Center. In the 
late 1980s, this instantly recog-
nizable part of the famous Windy 
City skyline faced a problem: 
the Carrara marble panels on the 
83-story building were cracked 
and buckling and in need of re-
placement after only 15 years. 
In fact, the building hadn’t even 

completed construction when the 
first panel of marble cladding 
came crashing down to the street 
below. White Mount Airy gran-
ite was chosen as the replacement 
stone because it can stand up to 
Windy City weather while re-
taining white, brilliant luster over 
time. Today, the Aon Center is the 
third largest building in Chicago, 
and the world’s tallest granite 
clad building.

White Mount Airy® granite con-
tinues to be recognized the world 
over for perfectly blending stun-
ning aesthetic qualities with 

superior structural integrity, mak-
ing it a favored choice for archi-
tects and designers who want to 
make a statement that will last far 
into the future. With its arresting 
white and uniform color, its dura-
bility and industry-leading status 
as a sustainable quarry site, White 
Mount Airy® Granite is prom-
inently positioned in Polycor’s 
natural stone portfolio.

Visit polycor.com for samples 
of their natural stone products.

Locals in Mount Airy, North Carolina (AKA “Granite City”) call it “The 
Rock.” “The Rock” is the world’s largest open face quarry, encompass-
ing territory roughly equivalent to 66 football fields. It’s so massive that 
it is rumored that astronauts can see “The Rock” as they orbit the 
Earth. Below: Aon Center Building features White Mt. Airy cladding.

The 60 foot Wright Brothers National Memorial, in Kitty Hawk, NC.

http://polycor.com
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*Freight charges may apply

Call 1-800-575-4401 or Order Online  www.BBIndustriesLLC.com

Item# 6698

Legendary Strength

LESS THAN

$1,150/MO

with our  

easy financing*

Cuts 45° 

Miters!

The Husky Bridge Saw’s 
controls are easy to use! 
You can operate the saw 
using the control panel 
and the wireless remote 
at the same time.

MADE IN THE USA

Distributed by:

www.BBIndustriesLLC.com u Sales: 800-575-4401 & 865-310-5416 
 RYE-Corp Customer Service: 865-988-3823

YOU NEED IT

WE HAVE IT!

Most Competitive 

PRICE
In The Industry!
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